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REG.U.S. PAT. OFF. 


SOUND MERCHANDISING PRINCIPLES 


AFFORD AMPLE 


DU BARRY 
Super Flex Process 
Style 3201— Black Suede 
Vamp, Black Patent Quar- 
ter with Black Kid Trim 
Petite Last, 20/8 Covered 
Franco China Heel 
AAA AA 4%-9 
A4-9 B3-9 
Style 3200 — Same in Dull 


Bleck Kid with Grey Lustre 
Kid Trim 


Now, more than ever, Queen 
Quality’s merchandising leadership 
offers outstanding opportunities... 


—A complete, well rounded line 
built to a high standard of quality 
such as only the world’s largest shoe 
manufacturers could afford to sustain. 


extensive In-Stock Department 
assuring prompt service, quicker turn- 
over, fewer mark-downs and a better 
margin of profit. 


—A comprehensive and continuous 
campaign of national advertising in 
Harper's Bazaar, Ladies’ HomeJ our- 
nal, Woman’s Home Companion and 
Delineator. 


The high styling of the line is evi- 


enced in these advanced Fall 
models featuring the vogue for suede. 
These patterns now in stock for im- 
mediate delivery. 


QUEEN QUALITY SHOE CO.’ ST.LOUIS, MO, 
Branch of International Shoe Comp 


ANNING 

r Flex Process 
Style 4258 — = Brown Suede with 
Brown Kid Trim and B beige Lustre 

Petite Last, 20/8 Franco China H 

Style sees — Black Suede — Bul Kid Trim 
Style 4259 — Medium Grey Suede — Kid Trim 
Style 4255 — Dull Black Kid — Grey Piping 


PLANET 
Super Flex Process 
Style 4411— Havana Brown 
Suede and Brown Kid with 
Brown and Beige Genuine. 
Lizard Underlay 
Petite Last, 20/8 Covered 
Franco China Heel 
AAA 5%-9_ AA5-9 
A49 B3%-9 
Style 4410—Same in Bled 
Suede and Dull Black Kid 
with Black and White 
enuine Liza 


CAROLE 
Super Flex Process 
Style 4301—Black Sa mg with Dull 


WRITE FOR 
CATALOGUE 
AND PRICES 


B2%-9 


Black Kid and Black Patent Trim, Grey 
Lustre Kid lay 
5-9 AA4%-9 A4-9 


C3%-9 


Style 4302— Havana Brown Suede 


with Havana Brown Kid and Brown 


Patent Trim, Beige Lustre Kid Piping 


LAKEHURST 
Super Flex Process 


Style with Black 


B2%-9 C3 


Style Brown Suede 
with Brown Patent Lacing 
DresdenLast,16/8CoveredBlvd.Heel 
AAA5%-9 AA5S-9 A4%-9 

C3%-9 


mm, Style 4671 — Havana fl Suede B2%-9 


with Brown Trim 
Style 4673 — Dark G 
Dark Grey Kid rim 


Suede with 


Style 2147 —Same in Black Suede 
with Black Patent Lacing 


When writing advertisers please mention Boot and Shoe Recorder 
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VOICE the TRADE 


Pay J. Grossman, 
oi the Cincinnati Shoe Company, 
Cincinnati, Ohio, says: 

“The industry has paid a heavy 
price for extremes. The danger 
of a new extreme taking further 


toll of the resources of the indus- 
try is a real danger. It seems un- 
sound and poor navigation for a 
manufacturer to increase prices 
impulsively, without careful 
thought to the acceptability of the 
higher retail price thus necessi- 
tated. Also, it doesn’t make sense 
for a manufacturer to encourage 
a distributor to buy beyond a rea- 
sonable expectation of orderly re- 
sell. 

“Anyone who has been at the 
two latest shoe shows must have 
felt the dangers. A buyer of a 
large organization whose credit 
and merchandising acumen is 
AAAAI came into my room at 
Chicago, threw down his order 
book, and said: ‘I’m d—d if I can 
get anyone to take an order.’ A 
cynically minded bystander wise- 
cracked: ‘Wait till the Fall. Some 
of these babies will give vou the 
safe!’ 

“Feast or famine! 

“What we need in the shoe busi- 
ness is a manufacturer-dealer re- 
lationship which is founded, not 
on style, hunch or friendship, but 
on recognition that facts are of 
first importance. Facts regarding 


distribution and the problems of 
the merchant are of vital value to 
the manufacturer, and the manu- 
facturer’s facts are similarly vital 


for the distributor to understand. 
* Ok 


Louis Kirstein, 
Boston merchant, member of the 
Industrial Recovery Board, ad- 
visory division, says : 

“Prices are rising much faster 
than the consuming public can ab- 
sorb them. I do not know who is 
going to buy at these greatly in- 
creased prices until people have 
the money to pay for them.” 

* 


The extra short 


length hose put out on the market 
by Marshall Field and Company a 
few weeks ago is going over big, 
it is reported in Chicago. Proper 
length is daily becoming more im- 


' TIME -THEY 
HOSE 


portant in the buying and selling 
of hose. 

Sales women are instructed to 
call the customer’s attention to the 
fact that various length stockings 
are carried, in cases where this is 
not known. 

“T believe you would enjoy try- 
ing our short-length hose,” or 
“Have you ever worn our extra- 
length hose?” are suggestive re- 
marks that start the purchaser 
thinking. Good salesmanship has 


helped to popularize long and 
shorts, it is said. 


Wi A. Knight 


of the Knight Shoe Company, 
Portland, Ore., inserts in every 
mail envelope the following : 


A Smile costs nothing, but gives 
much. It enriches those who receive, 
without making poorer those who give. 
It takes but a moment, but the memory 
of it sometimes last forever. None is 
so rich or mighty that he can get along 
without it, and none is so poor but 
that he can be made rich by it. A smile 
creates happiness in the home, fosters 
good will in business, and is the coun- 
tersign of friendship. It brings rest 
to the weary, cheer to the discouraged, 
sunshine to the sad, and it is nature’s 
best antidote for trouble. Yet it can- 
not be bought, begged, borrowed, or 
stolen, for it is of no value to anyone 
until it is given away. Some people are 
too tired to give you a smile. Give 
them one of yours, as none needs a 
smile so much as he who has no more 
to give. 

Author Unknown. 


have raised the wages of their 
hired hands by approximately 7 
per cent in the last three months, 
reports the Bureau of, Agricul- 
tural Economics. The farm wage 
index on July 1 was 78, compared 
with 73 on April 1. Wages per 
day, without board, ranged on 


S . 
/ 
Ds 
y 


July 1 from 55c. in South Car- 
olina to $2.35 in Rhode Island. 
The advance in farm wage rates 
has increased farm production 
costs, but this has been more than 
offset by the rise in prices of farm 
products, says the bureau. There 
is normally a seasonal advance of 
about 4 per cent in farm wages in 
the second quarter of the year, but 
the advance this year was 7 per 
cent, and is attributed by the bu- 
reau to a decline in the supply of 
farm labor coincident with the 
sharp rise in prices of farm prod- 


ucts. 


continues to increase the number 
of its workers. A survey just 
completed in Massachusetts by the 
State Department of Labor and 
Industry shows an appreciable in- 
crease in employment in shoe fac- 
tories during June of this year 
over June of 1932. Last year the 
employment average stood at 62.6. 
This June it had risen to 66.7, an 
increase of 4.1. In the leather in- 
dustry there was a gain of almost 
40 per cent in number of men at 


work, 


Roadside stands 


which in many parts of New Eng- 
land were for years devoted to the 
sale of fresh vegetables, hooked 
rugs and other early New Eng- 
land saa have added the 


makings of moccasin type shoes, 
which are stamped with perfora- 
tions for hand sewing or fastening 
by the New England motorist or 
vacationist. The vamps, quarters, 
soles and other parts of the shoes 
are cut and sewed according to 
approximate sizes, and the pur- 
chaser has the pleasure of finish- 
ing the product in his spare mo- 
ments. 

One small town in New Hamp- 
shire, with a thorough assortment 
of this type of footwear, has taken 
on the appearance of a little 
Czechoslovakian town of days 
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DOWN-AT- HEEL! 


—Man, as well as Business, has got to be 
rehabilitated after the destructive corro- 
sion of the late-(never-to-be) lamented 
Depression. 

—Man, down-at-heel mentally and spirit- 
ually, is a sorry subject. Man, down-at- 
heel in fact, is just as pathetic. 

—Shoe merchants have got a wonderful op- 
portunity right now to help restore man to 
os proper self-esteem and place in the 


Bad shoes will give any man a solid 
foundation on which to tackle his job in 
rebuilding a shattered world. New shoes 
will help restore his confidence in himself 
and in better times to come. 

—If a man believes in himself, the world is 
his to conquer. 

—But how can any man believe in himself if 
he is down-at-heel? 

—Shoe men, do your job! 


6 


President. 


gone by, when the main product 

of the Bata interests were farmed 

out for finishing by the peasants. 


Business WEEK says: 
“The break in the stock market 
probably meant nothing except 
that the technical position called 
for a sharp reaction. But if any- 
one insists upon seeking a deeper 
reason, it might be suggested that 
perhaps Wall Street last week 
caught the first glimpse of this 
truth. It suddenly woke up to the 
fact that not every dollar of added 
corporate revenue is going to be 
allowed to pass straight to net 
profits ; a good-sized piece of it is 


going to the wage earner. From 
now on.” 
N. C. Evans 


announces his resignation as vice- 
president of Craddock Terry 
Co., Lynchburg, Virginia, to 
which position he was elected in 
September, 1932, after having 
served as managing director of 
the Natural Bridge Shoemakers 
Division of that company since 
Feb., 1930, prior to which he 
was divisional merchandise man- 


ager of Gimbel Bros., New York. 

“Chick” is now enjoying a 
well-deserved vacation _ playing 
golf and enjoying the cool waters 
of Lake Michigan at “Sylvan 
Dell,” the summer home of his 
father, Charles W. Evans, at 
Long Beach, Michigan City, In- 
diana, where he motored last week 
with his family and where they 
will spend the month of August. 

He is not yet ready to make an 
announcement as to his future 
plans but expects to be by Sep- 
tember first. In the meantime, 
Charlie and Chick will take on 
all comers in Father and Son 
match play at the Long Beach 
Country Club. 


* 


Something new 
in receiverships has been asked by 
a given group of minority stock- 
holders. These stockholders peti- 
tioned Judge Harold P. Williams 
of the Superior Court of Boston 
to compel the officers and direc- 
tors of the Brockton Co-operative 
Boot and Shoe Company of 
Brockton, Mass., to distribute the 
surplus of the corporation, vari- 
ously estimated at between $200,- 
000 and $500,000. The judge 
could not see the wisdom of ap- 
pointing a receiver for a concern 
that was a prosperous going or- 
ganization. So he gives the min- 
ority group a hearing session of 
the court to be held in Plymouth 
County, the first Monday in Oc- 
tober on the question of whether 
the surplus ought to be distributed 
and as to whether the court has 
authority to order it. 


* * * 
T. R. Barbee, 
manager of Smith Kasson’s men’s 
shoe department, Cincinnati, 


Ohio, says: “To get business, keep 
the name and address of a new 
customer and then if the new cus- 
tomer does not return within a 
reasonable tiine, write him a per- 
sonal letter asking him if his pur- 
chase was satisfactory and if not 
that you would be glad to cor- 
rect it.” 

Many men, he finds, are fitted 
in some stores short simply be- 
cause they are particular as to the 
looks of their shoes. In fact he 
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finds women are no more careful 
as to the fit of a shoe and its looks 
than men are. And so for that 
reason some salesmen give them a 
shoe that is too short. He has 
found that 85 per cent of new 
customers complain of that fault 
in their fittings. 
*x* * 


Dorothy Shaver, 


vice-president of Lord & Taylor, 
New York, says: “The sponsor- 
ship of American designed fashion 
does not involve merely good will 
—-a well intentioned desire to get 
the ball rolling. That is just a 
beginning. It took careful thought, 
planning and coordination to see 
the thing through to a successful 
finish. Our standard coordina- 
tion plan requires that, before a 
bit of actual promotional work 
is done, sketches must be sub- 
mitted for windows, plans pre- 
pared for interior displays, adver- 
tisements written and laid out, 
and each detail assigned before- 
hand. 

“Merchandising must be adver- 
tised and advertising must be 
merchandised. Both efforts are 
aimed at the consumer; why 
shouldn’t both efforts take the 
same road to the consumer and 
arrive with greater force at the 


given end?” 
* 
Uncle Sam 


will buy 1,000,000 pairs of nine 
iron soles for shoes for the forest 
army next year, according to sole 
cutters; and if so, then 2,500,000 
feet of upper stock will be needed 
to make the shoes. An even larger. 
quantity of leather will be needed 
if the big public works program 
is developed. Buyers of men’s 
work shoes will be up against gov- 


ernment competition. 


Great Britain 
shoe industry is enjoying a gen- 
eral uptrend, almost identical with 
that of the industry in this coun- 
try, according to John S. Paine, 
tepresentative of the United Shoe 
Machinery Corporation at Leices- 
ter, England, at present on a visit 
to this country. 

Mr. Paine, in commenting on 
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conditions abroad, disagreed with 
the theory held by many manufac- 
turers in this country that Amer- 
ica’s departure from the gold 
standard has, or will, influence the 
sale of American shoes in the Brit- 
ish Isles to any great extent. He 
said that even though America has 
abandoned gold, the duty is still on 
in England, and there is not enough 
difference in the shoes to over- 
come that barrier. In the few 
weeks prior to the opening of the 
Economic Conference he said 
there was a definite increase in re- 
tail sales throughout the British 
Isles. 
* * * 


Harry Edison, 


president of the Edison Brothers 
Stores, Inc., St. Louis, reports 


Ray 


13 


that his company is 100 per cent 
behind the NRA in spirit as well 
as in act. They are raising the pay 
of all employees 10 per cent if 
they are earning more than the 
minimum and less than 35 doliars 
per week. 

Edison said that the administra- 
tive cost of the operation of his 
company would be higher under 
the code and that it would work 
some hardships on retail stores, 
whose personnel have personal 
followings, but that in the main 
they could look forward hopefuily 
under the code. He stated that an 
amendment of 48 hours, instead 
of the 40-hour week prescribed, 
would be forwarded to Washing- 
ton with the code but that most 
shoe men would sign the blanket 
code as they themselves had done. 


= 

= 
= 
= 

= 


No Time for Dissension! 
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Reaching Point Harmony 


Final Word to Be Spoken by National 
Recovery Administration After Public Hearings 


D: 
Deputy Administrator General C. C. Williams, who 
is the point of contact of the tanning and shoe manu- 
facturing industries with the National Recovery Ad- 
ministration, accepted the National Boot and Shoe 
Manufacturers’ code as the basis for subsequent hear- 
ing and also permitted the filing of a set of amend- 
ments presented by the American Shoe Manufac- 
turers—an emergency organization represented by 
former Congressman C. A. Newton. The headquar- 
ters of the American Shoe Manufacturers is at St. 
Louis and the amendments proposed are published 
herewith on page 34. 

The American Shoe Manufacturers Association is 
composed of manufacturers in small communities and 
it seeks a wider differential between city and rural 
wages. 

General Williams, on Aug. 7, turned over the manu- 
facturers’ code and the proposed amendments to 
Robert T. Stevens, administrative representative, to 
work out a tentative set of regulations permitting the 
substitution of parts of the shoe code to operate, if 
possible, under the present blanket agreement and to 
give to the trade some further advantages under the 
“Blue Eagle” until the final hearing and signature by 
the President. Mr. Stevens heads an executive com- 
mittee whose function it is to clear all details so as to 


gain benefits under the temporary code for the shoe 
manufacturing industry. General Williams retains 
supervision over the formulation of the permanent 
code. 

Many sessions have been held with groups of rep- 
resentatives from the National Boot and Shoe Manu- 
facturers Association and the representatives of the 
American Shoe Manufacturers and the accomplish- 
ments to date indicate a near approach to a “regular 
code.” 

The leather trade code as prepared by the Tanners 
Council of America has been transmitted to Washing- 
ton and after first reading by the Deputy Admin- 
istrator will be released for publication. The first in- 
formal meeting on the Tanners’ code was held Aug. 
9 in General Williams’ office so that the several 
groups of tanners may finish the “regular code” sub- 
sequent to final public hearing thereon. 

Here is how the shoe manufacturers’ and the tan- 
ners’ code goes “through the works :” 

“When a code is in form for a conference, it is gen- 
erally advisable for a group or an association to select 
a small number of men, preferably less than four, to 
meet with representatives of the National Recovery 
Administration in Washington, in order to discuss 
the code. 

“At this conference, the representatives of the in- 
dustry will meet not only the Deputy Administrator, 
but also Advisors appointed by the three Advisory 
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Boards, and possibly such other experts as may be 
required in the conference—for example, members 
of the Legal Division or of the Research and Planning 
Division or of the Code Division. 

“As a result of this conference, a full understand- 
ing can be had by the committee representing an in- 
dustry or trade of the objectives to be accomplished 
by the code. Perhaps some further revisions may 
seem desirable at this point. 

‘When finally a code has been whipped into shape 
for the public hearing, the association or trade group 
makes a written request for a public hearing on the 
suggested code. The National Recovery Administra- 
tion sets a hearing date in Washington, giving notice 
to all members of the industry through complete pub-_ 
licity in every important trade publication and news- 

er. 

Finally the hearing date arrives. All the provi- 
sions of the suggested code have been published. Any 
person, whether having a labor, industrial, or con- 
sumer interest with regard to the code in question, 
may be heard. The only requirement is that persons 
who wish to be heard, notify the Deputy Adminis- 
trator in charge prior to the hearing. 

“On the date of the hearing, representatives of both 
employers and employees in the industry meet in 
Washington. The Deputy Administrator is Chair- 
man. He will probably have with him members of 
the Labor, Industrial, and Consumers’ Advisory 
Boards, as well as members of other divisions of the 
National Recovery Administration, such as the Re- 
search and Planning Division, and the Legal Division. 

“These hearings are not debates or trials. No argu- 
ment is permitted. They are merely convenient means 
of determining the facts in any industry so that the 
Deputy Administrator may report to the President 
with recommendations on the code suggested by any 
given trade or industry group. It is important to 
realize that the public hearing is merely a fact-finding 
device—not a device in which oratory or persuasion 
can win advantage. 

“After the Deputy has obtained a complete knowl- 
edge of all the facts in the case, he prepares his report 
on the code. Before preparing this report he receives 
reports from the Legal Division and from the Re- 
search and Planning Division. The Deputy Admin- 
istrator’s report is reviewed by General Hugh John- 
son, and is finally passed to the President of the 
United States, who by his signature establishes the 
code provisions as the effective rules of the game 
in the particular industry.” 


. Here are some answers to questions on problems 
raised by the voluntary reemployment agreements as 
compiled from official NRA sources: 


Q.—Can an employer work an employee in a retail 
store during the rush period in the morning, and then 
release him until another busy period begins in mid- 
afternoon? 

A.—This would be interpreted as a violation of the 
spirit of the agreement. 

Q.—Are luncheon and rest periods deductible from 
the number of hours worked to bring the total within 
the specified number ? 

A:—Yes, within reason. Prolonged luncheon and 
rest periods would be regarded, however, as opposed 
to the spirit of the agreement. 

Q.—Is an employer obliged to retain all present 
employees, regardless of their efficiency? 
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Retail Code Hearing 
August 22 


(Official Notice) 


The Retail Trade excepting Food and Grocery Distributors 


The above trade, as represented by six associations, namely the 
National Retail Furniture Association, National Retail Hardware 
Association, Mail Order Association of America, National Association 
of Retail Clothiers G Furnishers, National Retail Dry Goods Asso- 
ciation, National Shoe Retailers Association, representative of the 
retail trade of this country, respectively have submitted a proposed 
Basic Code of Fair Competition, copies of which are available at the 
office of the National Recovery Administration, Room 4519, Depart- 
ment of Commerce, Washington, D. C. 

NOTICE IS HEREBY GIVEN that a Public Hearing on this Code 
will be conducted by the Administrator, beginning 10 A. M., Tuesday, 
August 22, 1933, in the Auditorium of the United States Chamber of 
Commerce Building, Washington, D. C., continuing until completed. 
An opportunity to be heard (either in person or by duly appointed 
representative either by appearance or by ‘sending written or tele- 
graphic statement) will be given to persons or groups who can show 
a substantial interest as workers, employers, consumers, or otherwise, 
in the effect of any provision of the proposed Codes. 

Those wishing to be heard must comply with the following simple 
requirements: 

(1) A written or telegraphic request for an opportunity to be 
heard must be filed before noon on Monday, August 21, 1933, with 
the Administration, Room 4826, Department of Commerce, Wash- 


“ingtcn, D. C 


(2) Such a request shall contain a statement setting forth with- 
out argument a proposal: (1) For the elimination of a specific pro- 
vision of the Code; or (2) a modification of a specific provision, in 
language proposed by the witness; (3) a provision to be added to 
the Code, in language proposed by the witness. The request shall 
also contain a statement of any person or groups whom they 
represent. 

(3) All persons appearing at the Public Hearing are regarded as 
witnesses and shall present orally only facts and not argument. Writ- 
ten briefs or arguments may be filed but oral presentations will be 
— to factual statements only and no legal arguments will be 

ard. 

(4) -Persons not appearing may file before the close of the Hear- 
ing written statements containing proposals for eliminations, modifi- 
cations, or additions to the code supported by pertinent information. 
These written statements should be condensed as much as possible. 

Public Hearings are solely for the purpose of obtaining in the 
most direct manner the facts useful to the Administrator, and no 
arguments will be heard or considered at this time. Representation 
of interested parties by attorneys or specialists is permissible, but 
is not to be regarded as necessary since the industry, the workers 
and the consuming public will all be represented by special advisers 
employed by the Government. 

HUGH S. JOHNSON, 


Administrator. 
A. D. Whiteside, 
Deputy Administrator. 


A.—Nbo, there is nothing in the agreement compell- 
ing an employer to retain particular employees, pro- 
vided the ones he hires are paid at least the mini- 
mum wage. 


Q.—What would prevent an employer from dis- 
charging persons now receiving more than the mini- 
mum and hiring inexperienced workers at lower pay, 
thus creating a new group of unemployed? 

A.—This would be regarded as a violation of the 
agreement to spread employment and increase wages. 
There is no provision in the blanket agreement for a 

[TURN TO PAGE 56, PLEASE] 


A. H. GEUTING 


President, National Shoe Retailers 


Association 


Resating as a common 


function has brought together 
leaders of the following major re- 
tail associations in the preparation 
of a composite code to cover their 
respective fields of distribution: 
National Shoe Retailers Associa- 
tion, National Retail Dry Goods 
Association, National Retail Fur- 
niture Association, National Re- 
tail Hardware Association, Mail 
Order Association of America, 
National Association of Retail 
Clothiers and Furnishers. 
Pending approval of this com- 
posite code by the National Re- 
covery Administration, retailing 
is operating under the “blanket 
code,”” but the composite code, as 


submitted to Washington, gives - 


more advantageous conditions than 
are granted to any other fields 
not at present covered by sepa- 
rate codes. 

The code was signed for the 
National Shoe Retailers Associa- 
tion by Anthony H. Geuting, 
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Files Retail Code 


Signs Composite Code Submitted to 
Washington by Six Major National As- 
sociations—''Work Week" the Bone of 
Contention, But Right Is Reserved to 
Petition for Longer Work Week if Such 
Action Is Deemed Advisable—Pending 
Official Approval of Composite Retail 
Code Many Stores Will Operate Under 
Provisions of the President's Blanket 


president, on August 1, at 3 p. m. 
It was immediately forwarded to 
General Hugh S. Johnson, at 
Washington for record. A public 
hearing will be given on the com- 
posite retail code on August 22, 
when any retailer or groups of re- 
tailers will have an opportunity 
to speak for or against it. 

It is the feeling of the six as- 
sociations that the code should 
provide for a longer work week, 
but in order to expedite compli- 
ance with the President’s re-em- 
ployment agreement it was sub- 
mitted on the basis of 40 hours. 
But the right was reserved, if 
deemed advisable, to petition for 
a work week in excess of 40 hours 
at some near and future date. 

In signing the code as president 
of the National Shoe Retailers As- 
sociation, A. H. Geuting said: 


“This code will put back to work - 


approximately one million people 
and increase yearly payrolls close 
to a half billion doHlars. As presi- 


Code 


rN 


dent of the N. S. R. A,, I have 
adopted a policy of giving every 
group, individual merchant and 
others allied with the retail shoe 
trade, an opportunity of being 
heard at the various meetings. 

In this first draft there is one 
paragraph that needs explaining. 

We were forced, by pressure 
of the Administration, to write 
the first draft with a 40-hour 
clause, but believe me we are 
going to fight to the last ditch 
for 48 hours and every possible 
benefit to the retail shoe stores 
of this country. 

“The adoption of this code pro- 
vides an advantage. for a merchant 
over the President’s blanket cocle. 
This was granted in consideration 
of the willingness of the six lead- 
ing retail trade groups to put into 
effect immediately the present 
code, which will remain in force 
until December 31. 

“A separate retail shoe sta:d- 
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ard of retail practice will later 
be submitted, in which the specific 
trade practices related to the re- 
tail shoe business will be covered. 
In this code will be included the 
fair competition regulations. The 
present code as written covers the 
mandatory provisions of the 
N. R. A. 

“f am proud to report that the 
National Shoe Retailers Associa- 
tio: has been accepted as repre- 
sentative of the shoe retailers of 
the United States for every class 
of footwear distribution.” 

‘he composite code, as ap- 
proved by President Geuting on 
belialf of the retail shoe trade, is 
as jollows: 


CODE OF FAIR COMPETITION 
Submitted by 

National Retail Furniture Association, Na- 
tional Retail Hardware Association, Mail 
Order Association of America, National 
Association of Retail Clothiers and Fur- 
nishers, National Shoe Retailers’ Association, 
National Retail Dry Goods Association. 

Application to the President of the 
United States for a Code of Fair Com- 
petition for the Retail Dry Goods, De- 
partment, Specialty Shop, Mail Order, 
Men’s Clothing and Furnishings, Fur- 
niture, Hardware and Shoe _ Store 
Trades, and for any other Retail Es- 
tablishments subscribing to this Code, 
under the provisions of Section No. 3, 
Title No. 1 of the Act entitled “An Act 
to Encourage National Industry Recov- 
ery, to Foster Fair Competition and to 
Provide for the Construction of Certain 
Useful Public Works for Several Pur- 
poses.” 

To effectuate the policy of Title I of 
the National Industrial Recovery Act, 
the following provisions are established 
as a Code of Fair Competition for the 
Retail Distributing Organizations out- 
lined above. 


1. LABOR CODE 
1. Collective Bargaining 
In conformity with the provisions of 
Section 7a of the National Industrial 
Recovery Aet, the attitude of these 
Trades with respect to the labor of em- 
ployees shall be as follows: 


(a) That employees shall have the 
right to organize and bargain 
collectively through representa- 
tives of their own choosing, and 
shall be free from the interfer- 
ence, restraint, or coercion of 
employers of labor, or their 
agents, in the designation of such 
representatives or in self-organi- 
zation or in other concerted ac- 
tivities for the purpose of col- 
lective bargaining or other mu- 
tual aid or protection; 

(b) That no employee and no one 

seeking employment shall be re- 

quired as a condition of employ- 
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ment to join any company union 
or to refrain from joining ,or- 
ganizing or assisting a labor or- 
ganization of his choosing ; and 

(c) That employers shall comply 
with the maximum hours of la- 
bor, minimum rates of pay, and 
other conditions of employment, 
approved or prescribed by the 
President. 


2. Child Labor 


On and after the effective date of 
this Code, no person under the age of 


WE DO OUR PART 


To receive the BLUE EAGLE IN- 
SIGNIA, and to come under the 
provisions of the Retail Code, the 
following procedure should be fol- 
lowed: 

1. Sign the President’s Reemployment 

Agreement, with a notation to the ef- 


fect that you “will carry out the pro- 
visions of the Retail Code.” 


2. Sign a Certificate of Compliance, which 
you can secure from your local post of- 
fice; type in the following notation: 

“We have complied with certain 

designated provisions of the Code of 
Fair Competition for the Retail Trade, 
which have been substituted by con- 
sent of N. R. A. for designated pro- 
visions of this Agreement.” 


On deliverance of this Certifi- 
cate, properly signed, to your local 
postmaster, you will secure the 
emblem, which you will then be en- 
titled to use. 


sixteen years shall be employed in a 
retail establishment, except that persons 
between fourteen and sixteen may be 
employed for not to exceed three hours 
per day, and these hours between 7 
A.M. and 7 P.M., in such work as will 
not interfere with hours of day school. 


3. Maximum Hours 


(a) On and after the effective date 
of this Code no individual or or- 
ganization selling at retail shall 
work any employee, (except 
executives whose salaries exceed 
$35.00 per week, or registered 


pharmacists or other proies- 
sional persons employed in their 
profession, or outside salesmen, 
and except outside deliverymen 
and maintenance employes, who 
may be employed forty-eight 
hours weekly or more, if paid 
time and one-third for all hours 
over forty-eight hours weekly), 
for more than forty (40) hours 
per week, excepting at Christ- 
‘mas, inventory and other peak 
periods employees may work 
forty-eight (48) hours per week 
for a maximum of not to ex- 
ceed three weeks in each six 
months. 
And not to reduce the hours of 
any store cr service operation 
to below fifty-two (52) hours in 
any one (1) week, unless such 
hours were less than fifty-two 
(52) hours per week before July 
1, 1933, and in the latter case 
not to reduce such hours at all. 
(c) The maximum fixed in Para- 
graph 3 (a) shall not apply to 
employees in establishments em- 
ploying not more than two per- 
sons in towns of less than 2,500 
population which towns are not 
part of a larger trade area. 


— 


4. Minimum Wage 


On and after the effective date of 
this Code, retail stores shall establish 
minimum weekly rates of wages for the 
retail trade for a work week specified 
in Section 3 (a) as follows: 

(a) Within cities of over 500,000 

population (by reference to the 
1930 Federal census) or in the 
immediate trade area of such 
cities at the rate of $14.00 per 
week. 

(b) Within cities of from 100,000 to 
500,000 population refer- 
ence to the 1930 Federal cen- 
sus), or in the immediate trade 
area of such cities at the rate of 
$13.50 per week. 

Within villages, towns, or cities 
with a population of 2,500 to 
100,000 (by reference to the 
1930 Federal census), unless 
they are included in a trade area 
as defined by clause (a) or (b), 
at the rate of $13.00 per week. 
(d) The minimum wages that shall 
be paid by employers in the re- 
tail trade to any of their em- 
ployees shall be at the rate of 
one (1) dollar per week less in 
the Southern section of the trade 
than the rates specified in para- 
graph (a), (b) and (c) of Sec- 
ticn (4). 

The South is defined as the fol- 
lowing states—Virginia, West 
Virginia, North Carolina, South 
Carolina, Georgia, Florida, Ken- 
tucky, Maryland, District of 
Columbia, Tennessee, Alabama, 
Mississippi, Arkansas, Louisiana, 
Oklahoma, Texas. 

[TuRN TO PAGE 38, PLEASE] 
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National Council Shoe Retailers, 


~ 


WARD MELVILLE 


President, National Council of 
Shoe Retailers, Inc. 


At an all-day meeting 
in New York, on August 1, rep- 
resentatives of many of the larger 
interests of the retail shoe indus- 
try formed the National Council 
of Shoe Retailers, Inc., an organi- 
zation designed solely to cooperate 
with the National Recovery Ad- 
ministration, elected officers and 
discussed and approved unani- 
mously a code of fair competition 
for retail shoe stores. 

Before the meeting ended, a 
telegram, drafted and signed by 
all present, was sent to Washing- 
ton. The telegram read: 

“Representing thirty-five hun- 
dred retail stores in forty-eight 
states with annual sales of ap- 
proximately two hundred million 
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Many of the larger interests of the industry 


unite in organization to cooperate with NRA 


but oppose including shoe trade under pro- 


visions of composite retail code. Favor 48 


hour maximum work week for salesmen, with 


overtime provision, and 40 hours for other 


employees. Propose classified scale of com- 
pensation based on size of city, kind of work 


and age and experience of employee. 


dollars, the undersigned retailers, 
members of the National Council 
of Shoe Retailers, Inc., an or- 
ganization formed for the single 
purpose of cooperating with the 
President under the provisions of 
the National Industrial Recovery 
Act, pledge you as administrator 
of this act their unqualified sup- 
port of the President’s purposes, 
despite the serious handicaps 
which will undoubtedly be im- 
posed upon their operations. A 
code will soon be filed representa- 
tive of all interests in the retail 
shoe trade for consideration your 
administration.” 

These officers were elected: 
President, Ward Melville, Melville 
Shoe Corporation, New York; 
first vice-president, James Wright, 
G. R. Kinney Co., Inc., New 
York ; second vice-president, C. H. 
Feltman, Feltman & Curme Shoe 


Stores Co., Chicago; third vice- 


president, A. A. Gallenkamp, Gal- 
lenkamp Stores Co., San Francis- 
co; secretary, Robert W. Schiff, 
The Schiff Company, Columbus, 


Ohio, and treasurer, Max |.. 
Friedman, A. S. Beck Shoe Cor- 
poration, New York. 

Directors are the above officers 
and Milton Simon, I. Simon Com- 
pany, New York; Charles I. 
Johnson, Endicott-Johnson, Endi- 
cott, N. Y.; L. B. Sheppard, Shep- 
pard & Myers, Inc., Hanover, Pa. 
F. A. Miller, Miller-Jones Com- 
pany, Columbus, and Harry Edi- 
son, Edison Bros. Shoe Co., St. 
Louis, Mo. 

The code of fair competition, 
which was drawn up by the Coun- 
cil’s committee on code after con- 
sultation with a similar committee 
of the National Shoe Retailers’ 
Association, provides for a forty- 
hour week for all office, warehouse 
and other employees, except sales- 
men and executives. Maximum 
hours for salesmen are put «t 
forty-eight hours, with provisions 
for overtime not to exceed 15 per 
cent of the weekly maximum, wit! 
payment for overtime at the raic 
of at least one and one-third tim:s 
the regular hourly rate of pay. 
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Protests Composite Retail Code 


Adult employees with one year’s 
experience in retail shoe stores 
would receive a minimum weekly 
wage in cities of more than 1,000,- 
000 population of $12 for all such 
employees other than salesmen or 
executives, and $15 for salesmen. 
In ities from 250,000 to 1,000,000 
population, regular employees 
other than salesmen would receive 
a S11 minimum wage, and sales- 
me $14. In the rest of the coun- 
try, the minimum wage for regu- 
lar employees other than salesmen 

would be $10 per week and $13 
for salesmen. Junior employees 
between 16 and 18, or apprentice 
employees, regardless of age, with 
less than one year’s experience, in 
cities of more than 1,000,000 pop- 
ulation, would receive for regular 
work a minimum of $10, and for 
sales work $13; in cities of from 
250,000 to 1,000,000 population, 
$9 for regular work and $12 for 
sales work. Throughout the rest 
of the country they would receive 
a minimum of $8 per week for 
regular work and $11 for sales 
work. Retail stores in rural com- 
munities of less than 2500 popula- 
tion, which communities are not 
part of a larger retail trade area, 
would be exempt from the maxi- 
mum hours and minimum wage 
provisions of the code. 


Individual Consideration 


“We believe,” said Mr. Melville, 
in discussing the proposed blanket 
code for all retailing, “that the re- 
tail shoe industry, not only by 
virtue of its great proportions but 
also on account of the fundamental 
economic factors involved, is en- 
titled to individual consideration 
by the admihistration. Our mem- 
bers feel that the industry should 
not be lumped indiscriminately 
with other and unrelated indus- 
tries or trades. 

“Fortunately, or unfortunately, 
all retail businesses cannot be made 
to conform to one mould. Certain 
basic ideals of equity and fair play 


can, however, be made to apply to 
all. 
Problem of Hours 


“The matter of maximum hours 
is a most vexing problem, not only 
on account of the effect on indi- 
vidual industry, but more on ac- 
count of the bad result to the In- 
dustry Recovery program which 
would come from advances in cost 
to a point higher than has obtained 
at any time in the past. As we 
understand President Roosevelt, it 
is his desire to restore industry to 
the condition in which it was 
found in 1925 or 1926. Too great 
a reduction in working hours in 
the shoe industry would neces- 
sitate reemployment in the retail 
shoe field to an extent which 
would put more men at work than 
ever have been found necessary, 
with a resulting jump in the retail 
prices which would be beyond the 
purchasing capacity of the con- 
suming public. What is required 
in this country is the reemploy- 
ment of those who have been 
thrown out of industry, not the 
absorbing of hitherto unplaced 
workers. There is a wide disparity 
in the maximum hours worked by 
retail shoe store employees due to 
a variety of local buying habits. 
Retail shoe stores, like other busi- 
nesses, must, if they hope to sur- 
vive, serve the public as the public 
wishes to be served. This effort to 
serve the public has brought about 
what might be called traditions as 
to the hours which retail shoe 
stores remain open. These buying 
habits or traditions differ in dif- 
ferent communities. 

“The small shoe store with two 
or three employees is not compar- 
able to a department store with, 
say, 100 salespeople. When such a 
department store reduces its hours 
in compliance with the provisions 
of the National Industrial Recov- 
ery Act, it may find it necessary to 
all only ten new employees because 
of the greater flexibility of its 
very large sales personnel. Such 
an addition would therefore repre- 
sent a 10 per cent increase in labor 
costs. 


“But consider the shoe store 
with two salesmen. If this store 
is forced to add another salesman 
in order to comply with the Ke- 
covery Act, its labor costs, always 
an important expense item for 
small stores, are increased by 50 
per cent, a hopeless handicap in 
modern competition. 

“Tt is necessary that no injustice 


- be done to any sector of industry 


in connection with the recovery 
program. If certain types of re- 
tailing, such as the neighborinood 
specialty store, are reduced to the 
same flat number of working 
hours as are the centrally located 
department stores, there will he a 
great disparity in the resulting in- 
creases in labor costs. This would 
not only be damaging to the com- 
petitive position existing within 
our industry, but would work a 
hardship on the consumer who 
would have to pay for a dispropor- 
tionate increase in cost.” 


Companies Represented 


Companies represented at the 
all-day meeting, and who signed 
the telegram to General Johnson, 
were Algy, Inc., Bata Shoe Co., 
Inc., A. S. Beck Shoe Corp., Can- 


non Shoe Co., Cantilever Shoe 
Stores Co., W. L. Douglas Shoe 
Co., J. Dunsay, Elkind and Sons, 
Inc., Endicott - Johnson Corp., 
Hanan and Son, Ideal Shoe Co., 
John Irving Shoe Co., I. Miller & 
Sons, M. J. L. Shoe Shops, Inc., 
George E. Keith Co., Inc., G. R. 
Kinney Co., Inc., London Char- 
acter Shoes, Normal Shoe Co., 
Orthopedic Shoes, Inc., Reading 
Shoe Market, Inc., Regal Shoe 
Co., Melville Shoe Corporation, 
M. Rosenberg, Inc., Royal Shoe 
Stores, The Schiff Co., I. Simon 
Co., Spencer Chain Stores, Inc., 
Stetson Shoe Shops, Triangle 
Shoe Co., Truly Warner Corp., 
John Bright Shoe Stores, Inc., 
Wise Shoe Co., North Shoe Co., 
Inc. 
Other companies not repre- 
sented, but who wired the Council 
messages of support and coop- 
[TURN TO PAGE 56, PLEASE] 
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Featuring 


1 One of the novelty fastenings so much featured 
* is this “Hook lacer,” taken from the strictly prac- 
tical device used in men’s work shoes. 


9 One of the most graceful high cut oxfords we've 
* seen. With the typical new line extending down 
over the vamp to the toe. 


Here are two of the suede shoes 

3 and 4, from an American maker selected by 
Schiaparelli to be shown at her August opening in P2:is. 
Trimming in each case of two-tone silk kid. 


5 The lace stay overlaid at the sides of the 
* vamp, in the manner of an ice-skating 
shee, is a popular theme in oxford design. 
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In Eight Leaves from Our Artist’s Sketchbook 


By RUTH HARRINGTON 


With the first Fall woolens, 
with the first Fall coats, suede figures as the star 
among shoe materials. Kid and calf we have always 
with us. Various fabrics are in the picture this year. 
But for volume, in the next few weeks, the story is 
suede. There is nothing startling about this news. 
We can always count on suedes for the early season. 
But certain expressions of the suede shoe are new 
and different. Certain patterns. Certain colors. Cer- 
tain details. We are showing the most significant on 
these two pages ... in these eight loose leaves from 
our artist’s all-recording sketchbook ! 

Take patterns. The typically new suede shoe is a 
high cut oxford. Fitting the foot like a glove. High 
in the arch, high over the instep. Its 1933 feature is 
the design of the lace stay, which often extends down 


* note of the front buckle shoe. 


7 A wearable example of the spat 
* shoe in suede and kid. Black and 
gray or two tones of brown. 


cut lower than the pattern as used this Summer. 


6 Two tones of suede used together are well adapted to the new 


8 A popular pattern idea, the ghillie, crossed with the 
* T-Strap, appears here in a shoe with a pump silhouette, 


into the vamp toward the toe and in some cases bor- 
rows its lines from the ice-skating shoe as shown in 
sketch number five. Other expressions of the high cut 
line are also featured, including the spat shoe, the 
two and three buckle design, and Fall variations of 
this Summer’s successful crossing of the ghillie and 
the T strap. (See sketch number eight.) 


Take colors. The new neutrals are proving highly 
successful in suede. Dark gray suede promises to 
repeat the success of the lighter gray shoe this past 
Spring. Black with gray is a good combination. 
Brown taupe and gray together are featured in high 
style footwear. A new thought, which is really a 
revival of an old one, is the use of two contrasting 
tones in suede, rather than suede combined with 
smooth leather, the more usual combination. 

[TURN TO PAGE 48, PLEASE} 
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What Prices at Retail? 


merchant had better 
watch out that he is not caught between the upper 
and lower economic millstones. His decisions for the 
next few weeks as to prices for Fall and Winter foot- 
wear are even more important than the blanket code 
itself. Never forget this one principle, the primary 
motive which actuates man to embark and continue 
in the retail shoe business is to make money. The 
shoe merchant is the natural selector of merchandise 
for his community and for that service must be 
recompensed. Through his eyes the public first sees 
all footwear. Through his store the public buys all 
footwear. He is the most important part of the entire 
system of foot service. He has now got to face 
the’ facts squarely on how to invest his time, his 
energy, his brains and his capital that he may 
make a profit on each of these investments. 

We can best express the pressure of the upper 
economic millstone through giving you a picture of 
the rising costs of production due to the increase in 
commodity prices, labor, etc. 

You may remember the Recorper’s measuring 
stick of costs and that 20 years ago we took a shoe 
then selling at retail at $3.50, wholesale $2.35. We 
kept that shoe as a cost-model all these years with 
one change. The first shoe was a Bal, but since boots 
went out we have changed the model to a low shoe. 
The table reveals the measuring stick: Between last 
March and present day replacement costs (estimating 
the increase in labor and overhead on account of the 
code) there is an increase of 15 per cent over the 
pre-code figures. Note here the startling difference 
between the March figures and the replacement fig- 
urs of today: 


March, 1933 August, 1933 
75 1.05 


Cloth lining 

Sheep — trimmings 

Hooks and eyes 

Bottom stock—outsole, welt, insole, 
heel, box, counter, figuring No. 1 
heavy Union Back 

Labor 


Carton, box 


Royalty 

Factory and general factory labor 
expense 

Findings, laces, tongues 

Administrative and selling expense 

Discount and interest 


$3.63 
You need little more than this to indicate the burden 
of costs that will be thrown upon shoes made from 
this day forth. 


At this point the merchant might say: “Well, 
it’s up to me to pass it on to the consumer. I 
can do no other.” Well and good. But remember 
shoes must be sold—no man can eat them or con- 
sume them and hope to profit thereby. What’s to 
be done? Mark all shoes at replacement prices or 
strike a difference between owned shoes and new 
shoes? That’s for the merchant individually to 
decide, but let him also take a look at the lower 
millstone—purchasing power of the public. 


This week the President sets up an association 
termed the Consumers’ Council, a division of the 
Agricultural Department’s Economic Bureau. This 
bureau will attempt to show not only what a fair price 
should be but will indicate how much of the higher 
prices go back to the farmers and laborers. At firs! 
the price will be confined to bread, milk, meat ani 
other food stuffs but clothing and other textile goods 
will be taken in later. ° 

Remember you have signed a blanket code that 
says: 

“Not to increase price of any merchanilisc 
sold after the date hereof over the price on July 
1, 1933, by more than is made necessary by 
actual increases in production, replacement, or 
invoice costs of merchandise since July 1, 1933, 
or by taxes or other costs resulting from action 
taken pursuant to the Agricultural Adjustment 
Act, and, in setting such price increases, to give 
full weight to probable increases in sales voluine 

[TURN TO PAGE 35, PLEASE| 
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N these days when it takes 

two-fisted selling to keep the 
sales curve headed up—here’s 
something to think about. 


A good name helps to sell 
shoes. Two good names are 
better than one. 

So it’s wise to. have the greatest 
name in rubber on the heels of 
the shoes you sell. 


Most men prefer shoes with 
rubber heels. More people walk 
on Goodyear Wingfoot Heels 
than on any other kind. 


The name GOODYEAR adds extra 
proof of value to any pair of 
shoes. 


Why not let the name Goodyear 
help you sell shoes? 


When writing advertisers please mention Boot and Shoe Recorder 
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Novel backgrounds fike this will create ifterest in school shoes in September. Three wise owls, perched on panels, two of them to carry 

the wording and one of them painted to represent a school book. Platforms are made in the shape of school books, representing reading, 

writing and arithmetic. The owls are in white against a black background. Another effect can be obtained with a blue background, dot- 
ted with white stars. Owls and panels can be cut out from cardboard or beaverboard. 


School Shoe Should Sell 
Service, Style and Fit 


A\tthough the mercury is 
sizzling around the hundred mark as this is written in 
the first week of August, and shoe merchants every- 
where are struggling with the multitude of new and 
confusing problems forced upon them by rising prices 
and the necessity of complying with the provisions of 
the National Industrial Recovery Act, the retailer who 
sells children’s shoes can by no means afford to over- 
look the fact that in less than a month school bells will 
be ringing again, By that time the Fall selling season 
for boys:and girls footwear will be in full swing. 
\ Always an important date in the calendar of the chil- 
dten’s ;shoe department, school opening promises to 
a special importance this year. Every indi- 
cation points to the belief that many thousands of 


boys and girls will go back to school next month bet- 
ter clothed and better shod than they have been for 
several years. If that expectation is realized, it 
means that many hundreds of shoe stores will do 4 
better business this Fall on children’s shoes IF they 
plan and prepare themselves to do it. 

Extra dollars are already beginning to find their 
way into the purses of thousands of American fa:ii- 
lies. But what a multitude of places there will bc 
for those extra dollars to go. What an accumula- 


_. tion of needs and wants, long denied, has develojed 


throughout the length and breadth of this: great 
land. ‘, What careful thought and study will be given 


in thotisands of American homes to the all impor! int 


problem of what to buy first. The merchant »«ll- 


SHOES NOW 
| | 


SHop RECORDER 
or ning THE SHOE RETAILER, August 12, 1933 


\ "TO SELL SHOES WITH KISTLER 


“BENCH BRAND” LEATHER SOLES 


In the definite trend toward quality footwear—in rising commodity 
prices—in the prospects for greater purchasing power through the 
New Deal—in the potential possibilities of increasing business and 
profits by selling shoe construction rather than just shoes—in benefits 
some have already experienced—we find reason for our claim. In 
the National Shoe Retailer’s Association summary of store opera- 
tion it is stated—“The shoe merchant who bases his efforts for more 
volume on higher selling price is working in the right direction.” A 
higher selling price can best be obtained by adopting features of 
construction which justify higher cost in the estimation of con- 
sumers. What feature can be more appealing than solid, serviceable, 
moisture-resisting 


KISTLER"BENCH BRAND’ 
SOLE LEATHER 


That feature will gain confidence in the justice of price by service 

and by the “BENCH BRAND” mark if it is on the shank. Our brand 

mark: there, instantly places shoes above the level of anonymity. 

Frankly, it is A Feather In Your Hat to sell shoes with Kistler 

“BENCH BRAND” Leather Soles. They are free of defects so detri- 

mental to smooth factory production and safe merchandising. They 
cae Ps readily conform to lasts and produce bottoms which are uniformly 
Of leather. The pert used for attractive. We urgently advise attention to samples of shoe manufac- 
SOLES to about 12% of the turers featuring our product. Don’t pay the penalty of poor sole 
leather. 


K LEATHER COMPANY 
ISTLER 
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A school: shoe window background idea developed in the model store of the merchants’ service department of the International Shoe Co. 

Wall decoration consists of an eight foot sheet of orange and gold “alligator cloth,” which is paneled with 34 inch screen beading, walnut 

stained. The curved outline at the top was cut in sections with an inexpensive hand scroll saw, from a sheet of composition board. The 
school calendar idea is produced with black felt letters. Aring of red felt encircles the date upon which school opens. 


ing children’s shoes has this big advantage, that most 
families make it a practice to provide for the chil- 
dren first. And especially at school time, when 
every father and mother will wish to send their kid- 
dies back to school as well equipped as the other 
boys and girls. 

Starting with this advantage for the children’s shoe 
trade in general, the question still remains, which 
stores will sell the shoes? Notwithstanding the far- 
reaching changes that are coming about in the kind 
_ and character of competition in this country, mer- 
chants will still contend against ‘one another for their 
share of the consumer’s dollar, and the most dollars 
will be spent at stores that make their merchandise 
most attractive to those who now will have, not only 
the will but the wherewithal to buy. 


who have been 
fortunate enough to benefit from the improvement 
of business and the new and wider distribution of 
incomes will consider carefully before they spend. 
They will wish to see and compare merchandise, and 
where can the shoe store show its wares to better 
advantage than through its windows? Other things 
being equal, or approximately equal, we believe the 
shoe stores that do the best job in window promo- 
tion will have the edge on competition -in the new 


era of retgilingethat lies immediately ahead, and ‘his 
goes for ‘the ‘children’s shoe business this coming 
Fall, 

What kind of children’s shoes will customers want 
to see and buy for school opening? Since we are 
still in an economical era, when rising prices on all 
commodities are forcing people to consider how and 
where to get the most for their money, we can saiely 
assume that service and values will be matters of 
primary consideration. They will not, however, 
crowd out the important element of proper fitting, 
especially in the case of children’s shoes, for a vast 
amount of educational work has been done and is be- 
ing done to demonstrate to fathers and mothers the 
vital importance of child health, in which foot health 
plays its part. Even the school authorities are now 
stressing the importance of ‘orrectly fitted shoes, 
as demonstrated by the fact that a leaflet prepared 
by the New York Board of Health for distribution 
at school opening time gave prominent mention to 
this matter. 

Nor will the style element be overlooked. It is 
a significant fact that despite the difficulties and 
economic problems that have confronted, in some 
measure at least, the great majority of people through 
the past three years, America is, if amything, a 
smarter appearing, more stylefully dressed nation 
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STETSON SHOE 


Illustrating STETSON 


e Co. STYLE No. 2137, made 
jalnut . of ROSEBAY WwIL- 
The ‘ LOW CALF. Color No. 
400 with saddle of 


Color 401. 
this 


featuring 


vant 


are : 
all 
and 
fely 
Wi 
ver, 


ng, This interesting, perforated Oxford is a popular pattern with women who 

Po want not only supple lightness in their footwear but also long-continued good 

ie looks and glove-like fit. Wherever this combination of qualities is desired, 

Ith Rosebay Willow Calf is the logical upper leather. Rosebay Willow, the perfect 
fall leather, is available in all fashionable colors, as well as a number of spe- 

ge 

cialized shades. 
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Comfort—Service—Appearance—Economy— 
Four Letters to Resell Men Your Quality Shoes 


Every man who profits a hand written postscript “please ask for me when 


through the up-swing will be returning .as quickly as 
possible to the “well dressed” standard off which he 
was forced by financial circumstances. 

Be sure he comes back to you for shoes—remind 
him of the comfort, service, appearance and economy 
to be found in your shoes. 


Boot AND SHoE REcorpDER suggests four letters as. 


the basis of a Bring-’em-back campaign. They are 
equally useable as a newspaper series of editorial ads 
by simply omitting the salutation, one to be run after 
each letter has been mailed. 

If the list is not too large, it would be well to type 
each letter individually ; if the letters are multigraphed, 
be very sure the fill-in matches perfectly. These letters 
are personal in their appeal. If they look like circular 
letters, the effect will be ruined. 

A size record slip giving the man’s name, shoe size 
and last purchase would make a good enclosure with 
the first letter, if you have kept such a. record. 

With the second letter, a folder of all shoe styles 
will be effective. 

The four letters should be mailed about 10 days 
apart. The names of those who come in, in response 
to any of the letters, should be checked so that they 
will not receive further letters in this campaign. 

Should salespeople be personally acquainted with 
men on the list, let them sign those letters, and add 


you stop in’—or some other personal note. Ii the 
man addressed requires a special size, or there’s some 
other special requirement you can mention, be sure 
to do it. 

This series assumes that you keep customer records. 
If this important feature has been neglected, start it 
now. There’s always a customer loss, but it can be 
lessened by keeping a reliable check-up on your cus- 
tomers. 

There’s a new cash register in the market that vives 
all the necessary information on the slip, except the 
customer’s name, which can be written on the back, 
with the address. Or it may be put on the sales slip. 

The information can then be transferred to your 
file system record card. A 3 by 5 in. card can be used; 
have one color for cash customers, another for charge 
customers. 

Numerous systems are used. The record should in- 
clude: Name and address, shoe size, style, price, date 
of purchase. Have the months of the year spaced 
across the top of card. Place a tab in the third month 
after the purchase time, as a call-up. For example, if 
a purchase is made in August, the call-up should be 
made for November, in time to write to the customer. 

The letters suggested, plus the follow-up system. 
will help you to bring former customers back. and 
keep them. [TURN TO PAGE 30, Pr"ase} 
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1 The GOODYEAR LOCKSTITCH 


GOODYEAR OUTSOLE RAPID LOCKSTITCH 
MACHINE— MODEL O 


GOODYEAR 


LOCKSTITCH EXTENSION 


GOODYEAR attaches the sole to 
the welt on the outside of the shoe 


seam for Sole Attaching is the seam of 


quality. It has stood the test of time. 


There are two outstanding lockstitch 


seams now in use on modern footwear. 


LOCKSTITCH SEAMS are flexible and 
will hold securely all types of soles 
commonly used on footwear 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


2 The LITTLEWAY LOCKSTITCH 


W/E SOLE STITCHING MACHINE 
— MODEL C 


LITTLEWAY 
LOCKSTITCH 


LITTLEWAY attaches the sole, upper _ 
and insole on the inside of the shoe 


When writing advertisers please mention Boot and Shoe Recorder 
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Adapt these Bring-'em-back 


Boot AND SHOE RECORDER 


to Your Own Requirements 


Letter No. | 
COMFORT 


is a good reason for wearing 
Store Name’s Good Shoes 


The absolute comfort of a good shoe, care- 
fully fitted, as we fit them here at Store 
Name, is something to think about. 


Many men who have experimented with 
low-price shoes have told us so. 


Now that things are looking up a bit, lots 
of men who denied themselves the, com- 
fort of our shoes are coming back—Join 
them! Stop in and be correctly fitted in a 
new style built over the last that gave -you 
all-day comfort before. We're sure you'll 
enjoy the experience. 

Our Fall shoes for men are only $—, $—, 


or 


Yours very truly, 


(Store Name). 


Letter No. 2 


SERVICE 


is a good reason for wearing 
Store Name’s Good Shoes 


When the cost of shoes is measured by the 
length of service, (Store Name) shoes win 
in a walk! Many men who experimented 
with low priced Aig discovered that only 
good shoes grow old gracefully—keeping 
their quality look to the very end. The up- 
turn in prices of raw materials makes it al! 
the more important for you to choose 
better shoes this Fall. Join the men who are 
coming back to (Store Name), because they 
appreciate that true footwear economy 
can only be had in quality shoes. 


It means a saving for you. 
Our Fall Shoes for men are only $—, $—. 
$— 


or 


Yours very truly 


(Store Name). 


Letter No. 3 


ECONOMY 


is a good reason for wearing 


Store Name’s Good Shoes 


The economy of wearing good shoes is cer- 
tain. They save money, appearance, and 
feet. 


Many men who experimented with cheap 
shoes, thinking they could economize there- 
by, quickly discovered their mistake. 


The increase in leather prices makes it all 
the more necessary to choose good shoes 
if you want to economize. 


So wise men are coming back to (Store 
Name) — they're getting economy, plus 
comfort, plus good appearance in the shoes 
they choose. 

Join them! You'll enjoy the experience of 
choosing a new style built over the last 
that gives you complete foot comfort, 
along with real economy. 

Our men’s shoes for Fall are only $—, $—, 


or $—. 


Yours very truly 


(Store Name). 


Letter No. 4 


APPEARANCE 


is a good reason for wearing 
Store Name’s Good Shoes 


Good shoes wear longer, and look better 
doing it. They keep their shape—their fin. 
ish—their general ‘‘quality'’ appearance. 
Even when they're re-built, they come back 
smartly. Men who experimented with low. 
priced shoes found out they soon looked 
shapeless and shabby. 


Now that leather is higher—both soles and 
uppers costing more—the wisdom of wear- 
ing good shoes is even more apparent to 
men who value good appearance. 


Many men are coming back to our quality 
shoes, this Fall, because they know Fall 
Weather will ruin cheap shoes quickly. 


Join them!—enjoy the comfort, service ana 
good appearance that Store Name shoes 
always give. It's a pleasant way ‘0 
economize. 


Our Fall Shoes for men are only $—, $—. 
or $—. 


Yours very truly 


(Store Name). 
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The Pocketbook 


to add to her Autumn ensemble shoes made 
of Tandrite Calf. Her eye is irresistibly at- 
tracted by Tandrite’s lustrous finish and 
modish appearance. 

Offered in all the shades and colors that 
Fashion decrees for Autumn; made by a 
process exclusive in many details, Tandrite 
Calf combines close grain, pliability, dura- 


bility, deep, glowing color and exceptional 


Shoe by Schwartz & Benjamin, eomfort. 


Inc., 134-142 Noll Street ke 
Brooklyn, N.Y. Hubschman’s Show your feminine patrons shoes of 


Tandrite Calf, color No. 835. Tandrite Calf. 


E. HUBSCHMAN & SONS, INC., PHILA. 


TANNERS OF FINE CALF LEATHERS 


CALF 
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The New Path 


Ul. to time 
we havgt been discussing customier analysis largely 
froms the angle ‘of who-your customers are, what 
‘types of shoes. they require, how much they can and 
will pay for shoes, what they have bought from you 
in the past. Let us take a new slant on our problems 
in this article. Let us take up the problem of mer- 
chandising to future customer demand. Let us swing 
into the work that every shoe man loves, too much 
perhaps for his own good, the work of buying. But 
let us not swing into it too fast.. Up te a certain 
point every shoe man’s motto should be ‘“Stop—Look 
—Listen.” Just what do we mean by that? Let us 
approach this problem from the standpoint of the 
merchant who is buying for the opening of a new 
season. 

The work of buying shoes should be divided into 
two parts. The first part should consist of that work 
which should be done before any merchant is in a 
position to select merchandise and write orders. I 
might go even further than that and say that these 
preliminary operations should be done before a mer- 
chant even looks at a sample of a shoe. The second 
part should consist of the actual selection and order- 
ing of merchandise. 

In this discussion I am concerned almost entirely 
with the first part of the job. If that is done well 
the second part is not especially difficult. I have 
always felt that for the average shoe merchant the 
problem of selecting good styles was largely one of 
finding a well styled line. Not so, however, with the 
first part of the job. That part involves real thought, 
real study and real work. 

What are these preliminary buying operations 
which loom so large in importance? What prepara- 
tions to buy should be worked out before any buying 
actually takes place? Perhaps I can best and most 
simply handle this by listing in logical order each of 
these preparations to buy. We can then examine 
them one by one and see just how they all mesh in 
together and how they build up to and make easy the 
job of selecting shoes and writing orders. 


1. Preparation of a complete merchandise calendar 
of events for your store. 

2. Preparation of your seasonal budget (in pairs 

of shoes) of sales, inventories and purchases. 
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Profitable 


No. 5 in a Series of Articles 


By LAWRENCE A. SCHOEN 


Operating Director, Wise Shoe Co., Inc., New York 


3. The increase or decrease in sales over the previ- 
ous year that your store has been showing in 
the past six months. 

4. The probable rise or decline in the level of gen- 
eral business in your city. 


In making your sales estimate it is always wise to 
be conservative rather than too optimistic. If you 
underestimate your sales you can always revise your 
estimate and purchase more merchandise. On the 
other hand, if you overestimate your sales you wi 
find yourself overstocked with merchandise. (©! 


_these two evils the latter is by far the more serious. 


Conservative estimating of sales is your first safe- 
guard against over-buying. 


Veo next step in the 
preparation of your budget should be to calculate the 
weekly inventory you will require in order to do the 
business which you have forecast in your sales esti- 
mate. This is an operation on which it is difficult 
to lay down any hard and fast rules. However, there 
are several important facts which you should take into 
consideration as they have an important bearing on 
the size of the inventories which you must plan. 


1. You should analyze your present inventory to 
determine : 

a. How much merchandise in your present in- 
ventory will have sales value during the 
season you are planning? 

b. How much of your present inventory will 
have no sales value during the season you are 
planning and therefore cannot be counted on 
to assist in meeting your sales figures? 

2. You should keep in mind the length of time it 
takes you to get delivery on new styles of shoes 
and to get reorders on shoes. 

3. In building your inventory to a peak to take 
care of unusual seasonal or holiday selling, such 
as Easter, Decoration Day, Labor Day opening, 
etc., you should build up your inventory over a 
period of two or three weeks. You cannot 
safely expect to build a peak inventory in a 
single week. 


Taking all of these factors into consideration, you 
should plan your weekly inventories so that they will 
be adequate to meet the sales you have estimated and 
at the same time give you a satisfactory turnover of 
your merchandise investment. 

After you have prepared your estimate of week'y 
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sales and weekly inventories, the calculation of your 


Assuming that your beginning of the week inventory 
figure is 1000 pairs, your planned sales 300 pairs, and 
your planned end of the week inventory 1100 pairs, 
you would have to purchase 400 pairs for that week. 
This simple formula is as follows: 
Planned Planned 
Ending plus Planned minus Begin. equals PURCHASES 
Invent. Sales Invent. 
1100 300 1400 1000 400 

It would be difficult to discuss in detail the problem 
of constructing your size and width schedules. You 
will recall that in a previous article dealing with sales 
records I suggested that you record your sales by 
sizes and widths in the following groups: 


1. High Heel Group: 
a. Operas and step-ins. 
b. Straps. 
c. Oxfords. 
2. Low Heel Group: 
a. Operas and step-ins. 
b. Straps. 
c. Oxfords. 
Using these actual sales records, plus your record 
of lost sales, you can establish the relative importance 
to your store of each size and width. To make a size 
schedule siniply involves reducing the relative impor- 
tance of these sizes and widths into writing in an 
organized way. This is done by calculating the per 
cent of your business done in each size and width 
within each of the above six groups listed. The vari- 
ous stages in the construction of a size and width 
schedule is shown in illustrations one, two and three. 


Final Stock Adjustments 


The final step in building your schedule is to ad- 
just the various sizes and widths for certain things 
which have influenced your selling during the period 
in which the sales records on which your schedules 
are being based were being collected. These include : 


1. Temporary or extended stock shortages result- 
ing in loss of sales. 

2. Lost sales due to customer requirements for 
sizes and widths you do not carry in stock. 


schedules there is only one thing which can be set’ 
down as a guide. Your lost sales must be considered 
in this adjusting process. 

It is advisable to construct a size schedule: for 
orders of several different quantities, for example, a 
size and width schedule for thirty-six pairs, a schedule 
for forty-eight pairs and one for seventy-two pairs. 

This covers the figure part of the preparations to 
buy. While not as interesting as the second part of» 
your preparations to buy, this preliminary figure is 
necessary to proper control of your merchandise 
quantities. In the next article of the series we will 
continue the study of these preparations to buy. 


weekly purchases is a matter of simple arithmetic. — 


In connection with this final task of adjusting your - 
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He suffers from" F. A.” 


<+*« “F. A.” stands for foot agony 
caused by wearing un- 


comfortable shoes. 


Amazing relief from “F. A.” 
(foot agony) is afforded by 
the NEW Rohn Nu-Matic 
Cushioned Nail-less Shoes. 


He got rid of “FE: A.” 


A brand new selling idea “F. A.” (foot 
agony) behind a brand new idea in shoe 
construction — the NEW Rohn Nu-Matic 
Cushioned, Nail-less Shoes for Men and 
Women, opens up profitable new business 


for every high grade shoe dealer. 
WNU-MATIC 


MARK REGUS. DAT 


Get New ROHN PLAN Non! 


A beautiful 32 booklet illustrates and de- 
scribes the New Rohn *3-Point” Nu-Matic Cush- 
ion, a new inbuilt feature in America’s Finest 
Comfort Shoes for Men and Women; also shows 
complete new line and the advertising to be done be- 
hind “F.A.”. Send for your copy now. Rohn Shoe 
Mfg. Co., 512 W. Florida St., Milwaukee, Wis. 


CUSHIONED SHOES 
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Manufacturing Amendments Proposed 


“American Shoe Manufacturers File Substi- 
tute Clauses in Shoe Manufacturing Code 


Letter submitted to the N.R.A. by R. E. Blake, chairman 
of the code committee of the American Shoe Manufac- 
turers Association 


August Ist, 1933 
Washington, D. C. 
General C, C. Williams, 
Deputy Administrator, 
National Industrial Recovery Administration, 
Commerce Bldg., 
Washington, D. C. 


Dear General Williams: 

Being duly authorized, and acting for and on behalf 
of the shoe manufacturers, whose firm names are hereto 
attached, and who constitute a group known as “The 
American Shoe Manufacturers,” I beg leave to submit 
the following amendments to the code this day filed with 
your department by the National Boot and Shoe Manu- 
facturers Association, and I respectfully request that such 
amendments be considered by your department in con- 
nection with said code and that representatives of said 
shoe manufacturers be permitted to appear before your 
department and at the public hearings held upon said 
code for the purpose of presenting facts and data in sup- 
port of such amendments, and that at the hearing said 
amendments be accepted and made a part of said code. 


I 


Amend said code filed by the National Boot and Shoe 
Manufacturers Association by striking out Article II of 
said code, and inserting in lieu thereof the following: 


Article II — Governing Committee — Representation — 
Administration. 

Section 1—For the purpose of administering this code, es- 
tablishing rules and regulations, amending, altering and add- 
ing to this code or the rules and regulations established 
thereunder, the National Boot and Shoe Manufacturers As- 
sociation shall cause an election to be held promptly after 
this code shall be approved, and annually thereafter in each 
of the districts hereinafter defined for the purpose of elect- 
ing a truly representative committee of sixteen shoe manu- 
facturers, who, together with three representatives (without 
voting power) to be appointed by the President of the United 
States, shall constitute the Governing Committee for the 
industry. 

Section 2—Districts. For the purpose of distribution of 
representation, the United States shall be divided into eight 
districts to be known as—— 


1. Maine District ; 

2. Massachusetts District ; 
3. New Hampshire District; 7. Wisconsin District ; 
4. New York District ; 8. Ohio District. 


The Maine District shall comprise the State of Maine and 
shall have one representative on said Governing Committee ; 
the Massachusetts District shall comprise the Commonwealth 
of Massachusetts and the States of Connecticut and Rhode 
Island, and shall have four representatives on said Governing 
Committee; the New Hampshire District shall comprise the 
States of New Hampshire and Vermont, and shall have one 
representative on said Governing Committee; the New York 
District shall comprise the States of New York, New Jersey 
and Delaware and shall have four representatives on said 
Governing Committee; the Pennsylvania District shall com- 


5. Pennsylvania District ; 
6. St. Louis District ; 


prise the States of Pennsylvania, Maryland, Virginia, West 


Virginia, North Carolina and South Carolina, and shall hay» 
one representative on said Governing Committee; the S 
Louis District shall comprise the States of Missouri, IIlinoi-. 
lowa, Kentucky, Tennessee, Georgia, Alabama, Mississipp.. 


‘Louisiana, Florida, Arkansas, Oklahoma, Texas, Kansas an.’ 


the Mountain and Pacific States and shall have three repre- 
sentatives on said Governing Committee; the Wisconsin Dis. 
trict shall comprise the States of Wisconsin, Minnesotz. 
Michigan, Nebraska, North Dakota and South Dakota, an: 
shall have one representative on said Governing Committee 
the Ohio District shall comprise the States of Ohio ani! 
Indiana and shall have one representative on the said Gover 
ing Committee. - 

Section 3—Voting. In the election of district representa 
tives each shoe company in said district shall be entitled 1. 
cast one vote for each one hundred thousand pairs of shoc. 
or fraction thereof, produced by it in said district during the 
preceding calendar year. 

Section 4—The National Boot and Shoe Manufacturer. 
Association imposes no inequitable restrictions on admissic:: 
to membership therein. 


II 


Amend said code filed by the National Boot and Sho: 
Manufacturers Association by striking out Section 2 0: 
Article IV—Hours and Rates of Pay, of said code, ani! 
inserting in lieu thereof the following : 


Section 2—— 

Minimum wages of labor shall be on an hourly basis «i 
the following rates per week of forty hours, and time em 
ployed shall be computed on this basis: 

In municipalities of population at latest Federal census 0: 
300,000 and more, females $14, and males $15. 

In municipalities of population of more than 20,000 an! 
under 300,000, females $13, and males $14. 

In municipalities of population of 20,000 and under, female. 
$12, and males $13. 

Provided, however, that for apprentices of two months or 
less, the minimum rates of pay may be 20% less than the 
foregoing rates ; and that employers and employees may mak« 
mutually satisfactory wage agreements covering the employ 
ment of the infirm, partially disabled, or physically hand: 
capped employees, if such employees do not constitute more 
than five per cent (5%) of the total number of employees. 

Provided, further, that employers with plants in the Soutl:. 
ern States may in such plants pay as minimum wages rates 
which are ten per cent below the minimum in this Article 
hereinbefore defined. The Southern States are defined to be 
as follows: Virginia, West Virginia, North Carolina, South 
Carolina, Georgia, Florida, Kentucky, Maryland, District of 
Columbia, Tennessee, Alabama, Mississippi, Arkansas, Louis- 
iana, Oklahoma and Texas. 


III 


Amend said code filed by the National Boot and Shove 
Manufacturers Association by adding to Article IV the 
foliowing : 

Section 6—— 

No employer shall during any twenty-four-hour perio’ 
employ more than one shift of employees in any plant, depar'- 
ment or operation, except on such machines as may be desi::- 
nated by the Governing Committee. 

I respectfully request permission to submit hereafter 
the names of such additional manufacturers as may desi'¢ 
to aid and support the above and foregoing amendment .. 

[TURN TO PAGE 47, PLEAS | 
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What Prices at Retail? 


[CONTINUED FROM PAGE 22] 
and to refrain from taking profiteering advantage 
of the consuming public.” 


To Restore Domestic Market 


And also remember that every act of the National 
Recovery Administration is based on the statement 
by the President of the United States outlining 
policies of the National Recovery Administration and 
ternied Bulletin No. 1. It is as follows: 

“I am fully aware that wage increases will 
eventually raise costs, but I ask that manage- 
ments give first consideration to the improve- 


ment of operating figures by greatly increased » 


sales to be expected from the rising purchasing 
power of the public. That is good economics 
and good business. The aim of this whole effort 
is to restore our rich domestic market by raising 
its vast consuming capacity. If we now inflate 
prices as fast and as far as we increase wages, 
the whole project will be set at naught. We 
cannot hope for the full effect of this plan unless, 
in these first critical months, and, even at the 
expense of full initial profits, we defer price 
increases as long as possible. If we can thus 
start a strong sound upward spiral of business 
activity our industries will have little doubt of 
black-ink operations in the last quarter of this 
year. The pent-up demand of this people is very 
great and if we can release it on so broad a 
front, we need not fear a lagging recovery. 
There is greater danger of too much feverish 
speed.” 
Against Speculative Price Rise 
Still another caution comes from General Hugh S. 
Johnson, Recovery Administrator, saying: “Of 
course the consuming public will pay eventually, 
but all the President asks of you is that you lean 
over backward not to mark up prices further or 
faster than you have to in order to absorb these 
actual increased costs. Everybody knows what 
that means. It is simple and easy to be fair. 
Speculative price advances are the best way to kill 
the goose that lays the golden egg. There is a 
starved demand here such as never before—worn- 
out automobiles, unpainted houses, shabby shoes 
and clothing. If we take away the fear of un- 
employment we will start a real buying power.” 
So, there you stand, between the upper and lower 
economic millstones and it’s for you to decide, re- 
membering always that a business if it is to continue 
must take in a little more than it spends out and that 
much more is termed—profit. 


for Children (sizes 2 to 8) 


A splendid opportunity for distribu- 
tors who want to build up sales and 
increase profits with a nationally 


known line of fine children's shoes. 


Elam's Pre-Welt Shoes are featured 
by prominent department stores, 
mail order houses and wholesalers 
because they represent exceptional 
quality and value. The excellent repu- 
tation of Elam Shoes for children 
guarantees quick turnover and their 
durability and comfort bring cus- 
tomers back for more. 


Incorporate Elam's Pre-Welt Shoes 
into your fall stock. I+ will mean new 
profits and added prestige. 


F. S. ELAM SHOE CO. 


176 NORTH WATER ST., ROCHESTER, N. Y. 
See Our Line at N. Y. Office 


439 Marbridge Bldg. 
M. E. FINNERTY, Sales Manager 


. 

ri 
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THEY LOVE A PARADE! 


: 


Here's the band of the Ohio Leather Co., every member of which is employed by the company at its big and busy plant in 


Girard, Ohio. 


It's a talented, well-trained organization and plays at all the important functions in that part of the state. 


Furthermore, it's said to be the only band in the world all of whose members are connected with the tanning industry. 


Upturn in Indianapolis 


INDIANAPOLIS, IND. — Shoe retailers 
here are wearing broad grins in antici- 
pation of the “early death of cut- 
throat competition.” Sharing liberally 
in the general: upturn that has been 


evident in Indianapolis since June 1, 


and noting a definite trend back toward 
quality shoes, they see in the blanket 
code the end of their less responsible 
competitors. 

Indianapolis has seen more than its 
share of cheap shoe stores, and it is 
no secret that during the depression 
these shops cut in heavily on estab- 
lished concerns. 

One these: stores. is still doing 
probably the best shoe business in the 
city, serving as many as 25 customers 
at one time. However, the old-estab- 
lished firms are no longer worried. 
Their sales have jumped as much as 
30 per cent during the usually slack 
Summer months, and old price-bitten 
customers are being seen once more. 
Cheap displays are no longer better 
selling points than a correct and hon- 
est fit, nor souvenir-wrapped merchan- 
dise fnore attractive than quality goods. 

The manager of a store featuring 
high quality men’s shoes has been keep- 
ing a careful record of the old shoes 
taken off by customers. He reports a 
recent, but definite, trend towards the 
replacement of cheap shoes with better 
ones. -This store’s business has in- 
creased 25 per cent over a year ago 
and is doing 15 per cent more adver- 
tising. 


ping his lower-priced lines. 


Another merchant, who is enlarging 
his staff of clerks, finds that many old 
customers are coming back. Several 
with unusual fitting problems return, 
apologizing for their absence and ea- 
gerly exchange their ill-fitting shoes 
for quality footwear. 

“If prices go up there will be an even 
greater return to quality goods,” pre- 
dicted Edward Haldy of the Tower 
Bootery, an exclusive shop retailing 
shoes from $6.50 to $8.50. “There is 
no question that the cut-throats have 
hurt us. But there is also no question 
that their day is almost over, and that 
the American people are returning to 
the quality merchandise they have al- 
ways demanded.” 

The manager of one store stocking 
women’s shoes ranging from $4.50 up 
confided his intention of gradually drop- 
So certain 
is he that the turn for the better has 
come that he feels it sounds business to 
concentrate on the best rather than on 
medium or low-priced items. 

With almost all shoe merchants re- 
porting substantial gains, there seems 


to be no doubt that the worst of the | 
depression has been weathered. Ar- |. 


thur G. Brown of the George G. Marott 
Shoe Store, the largest in Indianapolis, 
reports this year’s business as more 
than 25 per cent better than last year’s. 
He expects to take on 18 additional 
clerks in the early Fall. 

The great majority of the local re- 


tailers managed to make a, tidy sum 
on Summer shoes. It was a big white 
year here as elsewhere and most of 
the merchants managed to supply their 
customers’ wants without overstocking. 
Few of them gambled on repeats. At 
the end of July the wiser store man- 
agers had only a couple dozen pairs of 
whites and blondes in their .stores, and 
weren’t worrying whether they would 
be sold or would gather dust on their 
shelves. 


“Lady Douglas” Line 
Creates Interest 


Brockton, Mass.—Fully determined 
to make the new “Lady Douglas” line 
eventually as well known as the men’s 
line, which bears the familiar trade- 
mark of the first founder and former 
Governor of Massachusetts, President 
Joseph W. Bartlett of the W.. L. 
Douglas Company recently addressed a 
most interesting district sales man- 
agers’ meeting at the factory, which 
followed a sales and jzmerchandising 
conference of leading Douglas execu- 
tives and district managers from all 
sections of the country. —~ 

.-Highly optimistic -at the--reception 
given the new line of shoes during the 
recent Boston Show, President Bartlett 
feels quite confident and looks for a 
warm reception for his line with the 
departure of the Douglas sales repre- 
sentatives for all sections of the coun- 


try. 
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"TUPPER PRESENTS" 
magic words that always mean 


something new, exclusive and 


timely .... and now.... 


the Mode 


- The Tupper Fall Line of Evening Sandals insures a sensational 

selling season. Their striking design, charming color range and 
unparalleled quality enables you to feature Tupper Sandals with 
complete satisfaction to your customers and yourself. 


We have illustrated three sandals from this splendid new line. 
There are many more, to retail from $4.00 to $10.00. You 


must see them! 


25 LAFAYETTE ST., BROOKLYN, N. Y. 


When writing advertisers please mention Boot and Shoe Recorder 
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(e) In the entire United States, in 
villages, towns and cities under 
2500 population to increase all 
wages by not. less than 20 per 
cent provided that this shall 
not require wages in excess of 
$11.00 per week. 

Except that on and after the 
effective date of this Code, 
junior employees between the 
ages of sixteen and eighteen 
years, inclusive, with less than 
six months’ experience in any 
retail store, shall be paid at the 
rate of $2.00 less for a work 
week as provided in Section 
3 (A), and except that appren- 
tice employees more than eight- 
een years of age with less than 
six (6) months’ experience in 
any retail store shall be paid 
at’ the rate of one (1) dollar 
less for a work week as pro- 
vided in Section 3 (A), pro- 
vided that the minimum shall 
not be less than at the rate 
of $11.00 per week. 

5. Not to reduce the compensation 
for employment now in excess of 
the minimum wages hereby agreed 
to (notwithstanding that the hours 
worked in such employment may 
be hereby reduced) and to increase 
the pay for such employment by 
an equitable readjustment of all 
pay schedules. 

6. Not to use any subterfuge to 
frustrate the spirit and intent of 
this Code, which is, among other 
things, to increase employment by 
a universal covenant, to remove ob- 
structions to commerce, and to 
shorten hours and to raise wages 
for the shorter week to a living 
basis. 

7. Not to increase the price of any 
merchandise sold after the date 
hereof over the price on July 1, 
1933, by more than is made neces- 
sary by the actual increases in 
production, operating, replacement, 
or invoice costs or merchandise, or 
by taxes or other costs resulting 
from action taken pursuant to the 
Agricultural Adjustment Act, since 
July 1, 1933, and, in setting such 
price increases to give full weight 
to probab'e increases in sales vol- 
ume and to refrain from taking 
profiteering advantage of the con- 
suming public. 

8. Where costs of executing con- 
tracts entered into before June 16, 
1933, in this trade to purchase 
goods at fixed prices for delivery 
during the period this Code shall 
be in effect are increased by the 
application of the provisions of the 
National Industrial Recovery Act, 
and it is deemed equitable and pro- 
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Files Retail Code 


' [CONTINUED FROM PAGE 17] 


motive of the purposes of the Act 
that appropriate adjustments of 
such contracts to reflect such in- 
creased costs be arrived at by ar- 
bital proceedings or otherwise, the 
Retail Trade. Committee desig- 
nated in this Code is constituted 
an agency to assist in effecting 
such adjustments. 


9. Administration 


(a) To effectuate further the poli- 


cies of the Act, a Retail Trade 
Committee is hereby designated 
to cooperate with the Adminis- 
trator as a planning and Fair 
Practice agency for the retail 
trade. This Committee shall 
consist of two representatives 
of each National organization 
subscribing now or later to this 
code, elected by a fair method 
of selection, to be approved by 
the Administrator, and three 
members without vote appointed 
by the President of the United 
States. Such agency may from 
time to time present to the Ad- 
ministrator recommendations 
based on conditions in their 
trade as they may develop from 
time to time which will tend to 
effectuate the operation of the 
provisions of this Code and the 
policy of the National Industrial 
Recovery Act. 


‘(b) Such agency is also set up to 


cooperate with the Administra- 
tor in making investigations as 
to the functioning and observ- 
ance of any provisions of this 
Code, at its own instance or on 
complaint by any person af- 
fected, and to report the same 
to the Administrator. 


(c) This Code and all the provisions 


thereof are expressly made sub- 
ject to the right of the Presi- 
dent, in accordance with the 
provisions of Clause (10) (b) 
of the National Industrial Re- 
covery Act, from time to time to 
cancel or modify any order, ap- 
proval, license, rule or regula- 
tion, issued under Title I of said 
Act, and specifically to the right 
of the President to cancel or 
modify his approval of this 
Code or any condition imposed 
by him upon his approval there- 
of. 


(d) Such of the provisions of this 


Code as are not required to be 
included therein by the Na- 
tional Industrial Recovery Act 
may, with the approval of the 
President, be modified or elimi- 
nated as changes in the circum- 
stances or experience may indi- 
cate. It is contemplated that 


from time to time supplemen. 
tary provisions to this Code or 
additional codes will be submit- 
ted for the approval of the 
President to prevent unfair 
competition in price and other 
unfair and destructive com)e- 
titive practices and to effectuzte 
the other purposes and policies 
of Title I of the National In- 
dustrial Recovery Act cons. 
tent with the provisions therevf. 


10. Effective Date 


The effective date of this Code w |! 
be one week after its approval by te 
President. 


NATIONAL RETAIL FURNITURE 
ASSOCIATION 


NATIONAL RETAIL HARDWARE 
ASSOCIATION 
MAIL ORDER ASSOCIATION OF AMERIKA 


NATIONAL ASSOCIATION OF RETAI!. 
CLOTHIERS AND FURNISHERS 


NATIONAL RETAIL Dry Goops 
ASSOCIATION 
NATIONAL SHOE RETAILERS’ 
ASSOCIATION 


Edward A. Heffernan 


Edward A. Heffernan, a salesman 
of the old school, died at his home in 
Salem, Mass., last week. He sold shoes 
back in the days when manufacturers 
turned over large lots to the auction 
shops in New York, where they were 
knocked down to the highest bidder. 
And sometimes the bid wasn’t high 
enough to pay for the making. His 
firm was Heffernan & Sons. Later, he 
made novelty shoes in Lynn, and oft 
did he comment on the changes from 
auction shoes to novelty shoes. 


To Remodel Louisville Branch 


LouIsvILLE, Ky.—The Dan Cohen 
Co., Cincinnati, Ohio, has plans fer 
remodeling the Louisville store. A 
new front will be installed, with a 1’- 
ft. depth of vestibule, and improved 
show windows, while the interior wii! 
also be rearranged and remodeled. The 
company has operated in Louisville for 
30 years. 


Buys Interest in Factory 


Van Wert, OHI0—Ernest Coombs 
of the Coombs Shoe Co. announced thet 
he has purchased an interest in a 


Cincinnati shoe factory which wi’ 
make shoes for his store under the 
trade name of CSCO, which is a shor'- 
ening of the Coombs Shoe Co, 
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ethe star who'll bring ‘em to their feet 


" You yourself (if you are a woman) wouldn’t buy a 
fabric shoe unless you could get all its same style, and 
fashion smartness and costume harmony in Kid leather. 


That’s why Calluna is predicted to be the biggest 
shoe novelty of this Fall—‘‘the New Fall Fashion 
Leader for Women’s Shoes.” It has the texture and 
\ the appearance of a ribbed fabric, with a heathery, 
‘ tweedy, fashionable “style tone” that will harmonize 
d with this Fall’s daytime costumes — silks or. satins, 
tweeds or velvets. 


, The wide awake style leaders in New York have 
already placed orders for shoes of Calluna. Aggres- 
sive retailers all over the country are following suit. 


Cash in on this enthusiasm for Calluna that is swiftly 
widening out from the smart sets of Hollywood and 
Long Island. Get in touch with your supplier and ask 
to see his Calluna styled lines. :Calluna Kid is exclu- 
sively made, and protected, by the Surpass Leather t = ete 
Company of Philadelphia—but every manufacturer of 
grade women’s shoes is using it. 


When writing advertisers please mention Boot and Shoe Recorder 
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WE have signed the President's agreement. As all businesses follow 
suit, the entire country will awaken to a new faith, new courage and 

new optimism. Millions of people will go on regular payrolls. Millions 

of homes will be happier homes and before many days have passed, the 

shoe industry—from tanner to manufacturer to retailer—will feel the ~ 

effects of this gigantic plan in increased sales and service and we hope 

a permanent return to worthwhile steady profits. 

We promise—too—to do our part and even more for we will be 
called upon to serve in that new partnership of minds working to the end 
that a continuing prosperity may be enjoyed in America. In a restored 
buying power the shoe industry stands to benefit even more than any 

-_ other industry in America for shoes are an outward and visible index of 
the health, happiness and hopes of a great people. 
. We can win with our President by whole-hearted, unselfish cooperation 
in the interests of everyone. We pledge our hands and hearts to this 


Boot and Shoe Recorder Publishing Co. 
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NATIONAL NEWS 


>» HOW’S BUSINESS 


New England Production Gains 


Boston—New England’s estimated 
June shoe production of 11,240,000 
pairs represents a decrease from May’s 
figures of 3.4 per cent; but an increase 
over June, 1932, of 30.3 per cent. 

“The total number of boots and shoes 
produced in this district during the 
first six months of this year,” says the 
Boston Federal Reserve Bank, “repre- 
sented the largest volume of output for 
the first six months of any year since 
1923. 

“The number of pairs of shoes pro- 
duced in the first half of the current 
year was 60,932,000 pairs, compared 
with 56,962,000 in the same period last 
year, an increase of 7 per cent. This 
rise in the volume of shoe production 
was entirely the result of the improved 
schedules during the second quarter. 
At the end of March production for the 
present year was 6 per cent below the 
first quarter of 1932. Output in the 
three months between March and the 
end of June was 32,900,000 pairs, 
against a total of 27,117,000 pairs in 
the second quarter of last year.” 


Brown Dividend Declared 


St. Louis, Mo.—Brown Shoe Com- 
pany declared the regular quarterly 
dividend of 75 cents the share on the 
common stock, payable September 1 to 
record of August 21. 


July Business Gains 


ing reports.of recent pickup in busi- 


Jack Howard, Detroit representative of 


ness in July showed an improvement 
of just about one hundred per cent over 
June..., .This. increase, was. fairly. con- 
stant in all lines, according to Howard. 
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DetRorr—One of the most reassur- 
ness has come from the statement of |: 
the Brown -Shoe Company, that busi- - 


SATURDAY, AUGUST 12, 1933 


The principal reason for the build- 
ing up of trade was evidently a desire 
on the part of customers to buy before 
the increase of prices which is antici- 
pated, while the advance that has 
already occurred has stimulated buy- 
ing, both among stores and among re- 
tail customers. 


Bank Release Leads 


to Increased Shoe Sales 


CLEVELAND, OHIO—Practically every 
shoe retailer in this city felt the effects 
of $57,000,000 released from the Guard- 
ian Trust Co. and the Union Trust Co. 
during the past few days. 

The influx of patrons in some of the 
downtown stores took on the propor- 
tions of boom times and money was 
freely placed on footwear which was 
badly needed in many cases. Some 
merchants feel that the gigantic bank 
release has, in effect, restored a new 
clientele of several thousand people who 


SHOES BY TELEVISION 


_ ‘fea recent television window display by. 
~_ ROH. Macy & Co., New York, shoes were 
featured, along with other merchandise, 
apd the accompanying photograph shows 


model wearing a pair of Lockwedge 
shoes in this interesting- ion. - 


EVERY WEEK 


have virtually been going without due 
to absolute lack of funds. This, they 
believe, means a consistently better 
business in the days ahead because 
many people have regained their finan- 
cial status. The buying rush in Cleve- 
land has been very similar to that of 
Detroit some weeks ago when a similar 
bank release was made. 


Godman on Full Schedule 


CoLuMBuS, OHI0—The H. C. Godman 
Co. is operating on a full-production 
schedule, and shipping is quite active. 
While some of the travelers have been 
recalled, some are still looking after 
the odds and ends in the “made-up” 
trade. Later all will go on the road 
to sell from the “in-stock” department. 
J. Elmer Jones, sales manager, de- 
clared that it was not so much the ques- 
tion of selling shoes at this time but 
rather the ability to produce the shoes. 


June Shoe Production 
Increases 50.9 Per Cent 


BALTIMORE, Mp.—Because of the big 
demand for their products, shoe manu- 
facturers of this market helped mate- 
rially in the large increases in the 
wholesale shoe business reported for 
the Fifth Federal Revenue District for 
June and for the first six months of 
the year. The report shows an increase 
of 50.9 per cent for June as compared 
with the same month last year, 8.8 per 
cent for the first half of the year. 


H-B to Open Closed Factory 


St. Louis, Mo. — Announcement of 
definite plans to open the Columbia 
‘(Mo.) factory of Hamilton-Brown Shoe 
Company shortly, after a shut-down of 
more than two years, was made by H. 
L. Tomes, president of the company. 
Tentative plans to this effect had been 
brought out here several weeks ago, 
accompanying the report of sharply 
increased operations by the company. 


-Some machinery at the Columbia plant 


\ : 3 
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| is now ready, but additional equipment J G, F: 
is necessary and it is expected it will 

‘be installed and the factory ready for St. . 
operations by September 1, when pos. [M joined 
sibly 400 persons will be employed, he ganiza' 

| said. Mr. 


"FIRST AID FOR TIRED FEET 


ASKS SUPPORT FOR N.S.R.A. 


PHILADELPHIA—President A. H. Geuting, recogni 
of the N.S.R.A., on Tuesday sent the following standin 
message to members of the association in vari- BH wear. 
ous cities: 

“National Council of Shoe Retailers, just or- 
ganized by national shoe chain operators, is ask- 
ing cooperation of independent retailers in an . 
effort to obtain longer work week under the Racine 
recovery code. The National Shoe Retailers 
Association is making sincere efforts to secure 
maximum benefits for independent retailers, Ie Shoe I 


“Patriotically we have underwritten President H employ 
Roosevelt’s code. Our shoe code will be pre- people 
sented later, renewing our efforts in your be- 
half. As leader in your community | ask you 
to call a trade meeting and pass resolutions 
pledging support to N.S.R.A. in efforts to secure 
maximum benefits for shoe retailers. Deem this 
your duty as a loyal patriotic citizen. We shall Surpa: 
continue to represent all retailers regardless of 
kind, but are fighting for benefits that will PHIL 
accrue to advantage of all in our fair practice tion of 
code. Spread this statement among the trade.” JM the fo 

A. H. Geuting, President, D. H. 


There’s one exhibit at the Chicago Century of Progress Exhibition that’s always crowded 
with an eager group of visitors. It's the Scholl Mfg. Company's space in the Hall of 
Science, where foct-weary Fair visitors congregate daily to learn how they can ease : f .. 
the discomfort that comes from tramping miles of hard sidewalks to see the exposition. National Shoe Retailers Association, J Connett 
The photograph shows a typical group looking over the foot appliances, and there's 1308 Chestnut Street. manage 
never an hour of the day when this exhibit lacks its quota of interested sightseers. urer; ; 
- Rumpf, 
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COMMONWEALTH AVENUE at KENMORE SQUARE pp 
BOSTON - MASSACHUSETTS be deni 
ind 
One of Boston’s newest and finest hotels I luxury of a selling 
pleasantly and conveniently located on broad oe by must, t! 
Commonwealth Avenue, near Boston’s / last word in equipment—yet Pay rates showings 
theatrical and shopping center. Modern in Meemiememems in keeping with the times! Hotel emphas 
appointments and with a delightful homey NEW fia led t Clinton offers maximum com- value a 
atmosphere. Cheertul outside rooms. y fort, quick, courteous service and the window 
Special dining facilities in its moderately finest accommodations at rates that Tie th 
priced Coffee Shop and Main Dining Room. start as low as $3 a day. For two the school — 
se rates are but One Dollar More! of foot 
$ .00 eral het 
ing chil 
400 Rooms from Daily ground 
childrer 
shower, circulating water parents. 
LOWER WEEKLY AND MONTHLY RATES in your 
Ample parking space 1200 ROOMS AND BATHS = C. W. RAMSEY, Jr.. MGR. =. 
York 

C. P. DODSON, President school. 


| 42 
1 We fought for forty-eight hours and are con. pleased 
; tinuing to fight, though the Government compar 
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F: Jonas Joins Pedigo-Lake 


sr. Louis—Gilbert F. Jonas has 
pos- joined the Pedigo-Lake Shoe Co. 
1, h ganization. 
‘ Mr. Jonas holds an enviable record We ve 
for his individuality and skill as a 
creator and designer of charming fash- 
ion modes and in his new connection | h d 
h will doubtless add much to the widely a Wa y Ss a 
uting, M recognized fashion appeal of this out- 
owing M™ standing line of women’s quality foot- 
vari- wear. A C D E 
it or- 
ask- 
2 Racine Production Tripled We intend to whole-heartedly support our President 
by subscribing to whatever code affects the shoe 
RacinE, Wis.—Officials of Racine 
ecure a industry. 
it e progress made e 
hate nue thie wos months. hoe Nevertheless, it seems well to point out that for twenty 
has tripled its production and is now years we have been doing business according to a code 
ident employing four times the number of imposed on ourselves by ourselves. 
_ people employed last year. 
pes That code is not unlike the golden rule—do unto others 
tions aneneianaets as you would be done by. We have treated our cus- 
cure tomers as fairly, as patiently, as courteously as we 
Jr 5 ss Elects Officers would treat our friends. In fact, we believe our cus- 
ope tomers are our friends. 
will PHILADELPHIA—At the annual elec- 
= - ee <a So, for twenty years we have kept our shoes up to 
" D. H. Crompton, president; Harold standard—our prices as low as uniform quality permits 
tion, MH Connett vice-president pony general —our terms as liberal as sound business can tolerate— 
manager; William C. Burton, treas- and our policies as friendly as though dealing with 
urer; E. B. Shays, secretary; George F. next door.neighbors. 


Rumpf, assistant secretary. 
We like the results and our customers do, too! 


School Shoe Windows ROBINSON-BYNON SHOE CO. 


[CONTINUED FROM PAGE 26] Auburn, New York 


than it was at the beginning of the de- 
pression in 1929. Part of this has been 
due to competitive effort on the part 
of manufacturers and merchants to 
supply clothing and footwear which 
would appeal to their customers, despite 
the fact that they had less money to 
spend. But much of it was the natural 
result of the growing interest in smart- 
er and more attractive apparel which 
has been in progress for some time and 
which created a demand that would not 
be denied. 

indows that will be effective in 
selling Fall shoes for boys and girls 
must, therefore, be attractive windows, 
showing smart, up-to-date shoes, and 
emphasizing the vital elements of 
value and service. Try to give your 
windows some touch of originality. 
Tie them up with the opening of 
school and emphasize the importance 
of foot health in promoting the gen- 
eral health and efficiency of the grow- 


ing child. Arrange an attractive back- a 

ground or trim that will appeal to the 

children themselves as well as their $ $ 

parents. Start featuring school shoes 4 AND 5 

in your windows a week or ten days ¥ 
before school opening, and plan an- W ELTS 


other good children’s shoe window for a 
= ; or two after the opening of 
8¢ 
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WHERE TO BUY 
Men’s Shoes 


“HIGHEST GRADE ONLY” 


EAST WEYMOUTH, MASS., U.S. A. 


THE 


Ree: 
* SHOE 
Men’s Fine Shoes 
OLD COLONY SHOE Co. 
Brockton, BOSTON 
MASS. 10 HIGH 8T. 


Suedes in Des Moines 


Des Mornes, Iowa—Suede shoes for 
first Fall demands are being stocked 
locally and browns are neck and neck 
with grays in the anticipated demand. 
While Des Moines stores were not suf- 
ficiently equipped for the sweeping de- 
mands for gray in the Spring, they are 
forestalling a repetition of the error 
by the amounts on hand for Fall. 

J. E. Williamson, manager of Cran- 
dalls, says prospects are favorable for 
Fall business and the demand has kept 
up well so far this Summer. The an- 
ticipated white season surpassed ex- 
pectations and the July clearances of 
white shoes find stocks quite depleted. 


Takes Over Boucher Store 


Woonsocket, R. I.—The Royal Shoe 
& Rubber Co. of Worcester, Mass., has 
taken over the business of the Boucher 
Shoe Co. and is now operating it as 
the Roy Shoe Store, selling popular 
priced footwear. Arthur J. McLure 
is the manager. 

Joseph Boucher of the former busi- 
ness retired from the shoe business, 
and more recently he died following an 
extended illness. Mr. Boucher had 
been in the shoe business many years, 
and made a-great many friends. 
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A splendid example of how a new 
department can carry out many of the 
features responsible for increased sell- 
ing is that of Meier & Frank, depart- 
ment store of Portland, Ore., which has 


Opens New Store 


MounDSVILLE, W. Va.—Harold K. 
Snyder, formerly of Moundsville Shoe 
Store, this city, has opened an up- 
to-date family shoe store, carrying 
a complete line of men’s, women’s and 
children’s shoes. Ladies’ novelties play 
a big part in his business. His men’s 
line consists of Munn, Bush and For- 
tune shoes. Poll Parrot and Star 
Brand are featured in children’s foot- 
wear. They also carry a complete line 
of men’s and women’s hose. 


New Akron Stores 


AKRON, OHIO—Two new shoe stores 
were recently opened here. They are 
the Economy Shoe Store at 190 South 
Main Street, and the Robinson Boot 
Shop in the Mayflower Hotel building. 

The Economy store was opened by 
Herman Ferngold, who is also operat- 
ing three other Economy stores here, 
and another in Washington, Pa. The 
Robinson Shop is owned by V. J. Rob- 
inson. 


Spends $10,000 on Improvements 


LouUISVILLE—The Friendly Five Shoe 
Company plan to move to 663 South 
Fourth Street and have signed a lease 


fow five years at $4,000 a year. The 
firm plans to spend $10,000 on im- 
provements in remodeling and decorat- 
ing the store. 


Discontinues Branch Store 


CLEVELAND, OH10—The M. J. Bender 
Shoe Co. is discontinuing its branch 
store at 15108 Detroit Avenue, Lake- 
wood. Stores at 5514 Woodland Avenue 


and 1924 E. 6th Street, will be operated 


NEW SHOE DEPARTMENT FOR MEIER & FRANK 


recently installed a new shoe section 
in which will be featured Dr. Lccke 
shoes. Comfortable, large, upholstered 
divans have replaced the antiquated 
fitting chairs and stools. 


Expands Shoe Department 


Los ANGELES, CALIF.—The May Co. 
has recently expanded their shoe de- 
partments in this city so now there 
are five distinct shoe departments: a 
large basement section, a street floor 
women’s division, a corrective shoe de- 
partment, a second floor budget shop 
for inexpensive types, the new campus 
shoe salon and a men’s shoe section 
on the street floor. J. H. Fergerson, 
women’s shoe buyer, just returned 
from an Eastern trip, is quite optimis- 
tic over business conditions. 


Feltman & Curme to Move 
Toledo Store 


ToLepDO, — The Feltman & 
Curme Shoe Stores Co. has taken a 
long term lease on the store room at 
509 Adams Street where it will move 
the Toledo unit about Aug. 1. The new 
location was formerly occupied by the 
Travelers Shoe Co. The store roorf is 
being remodeled for the new tenant. 


Predicts Good Brown Season 


PirtTsBpuRGH, Pa.—R. Bruce Murphy, 
manager of the Stetson Shoe Shop, 
predicts that men’s brown shoes will 
be stronger this Fall than they have 
been for a number of years, and that 
narrow custom lasts will be the best 
sellers during the Fall season. 


New Seattle Store 


SEATTLE, WasH.—The Treac way 
Shoe Store, which Lee Silen rec«ntly 
opened here is having extremely ood 
success with its established policy of 
carrying corrective shoes at just one 
price—$10.00. 


7 
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COMFORT 


Exceedingly Ir is just good COMMON SENSE to fit 
good looking — ~ United Slipper Rubber Heels to your Comfort 


Footwear. 
uhhh Db) They are made JUST FOR SLIPPERS, Light — 


Quiet — Non-Slip — and On-to-Stay. 
SLIPPER HEEL 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 
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WHERE TO BUY 


Women’s Shoes 


DO YOUR CUSTOMERS COME BACK? 
A_LADY RECENTLY PURCHASED 
VENTEENTH PAIR OF 


IS 

BUILT WITH 

SHOES THAT 
MAKE 

CUSTOMERS 

RETURN TO 

YOUR STORE 
SHAFT-PIERCE SHOE CO. 
FARIBAULT, MINNESOTA 


ORIGINAL 


FOR MEN 
j. P. SMITH SHOE CO. 
Chicago, Ill. 
Both lines carried in stock. 
FOR WOMEN 
THE JOHN EBBERTS SHOE CO., 
Buffalo, N. Y. 


Inc. 
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General Shoe Corporation, successors to the Jarman Shoe Company, had the honor of being the 
first concern in Nashville to sign the President’s blanket code. Photograph shows W. M. Jarman, 
president of the General Shoe Corporation, in the act of signing the code. Standing at his left is 
former Mayor Gupton, who heads the Committee of One Hundred of the Nashville NRA. C. P. 
Clark, vice-president of General Shoe, stands behind Mr. Jarman, and the man in shirtsleeves is 

O. F. Minton, Nashville postmaster, in whose office the agreement was signed. 


EVENING 
SANDALS 


In Stock 


satin strip sandal 
ite satin sandal 


for 


AHSON'S 


: : MASSACHUSETTS 


HAVERHIL 


Joins “Hole in One” Clan 


Detroit, Mich. — Milton Shapiro, 
proprietor of Shapiro Brothers store, 
one of the most modern layouts in 
Hamtramck, east side suburb, has 


achieved the unique feat sought by all}: 


golfers of “a hole in one.” Playing at 
the Knollwood Country Club last Sun- 
day, he made this record. Ralph Is- 
berg, president of the Boyd Shoe Com- 
pany, was playing with him. ; 


To Open New Store 


CINCINNATI, OHIO—The Ideal Shoe 
Co. has been chartered with a capital 
of $10,000 to operate a retail shoe store. 
Incorporators of the company are Ida 
Marmer, Morris Weintraub and John 


New Welt Construction 
Perfected 


Wausau, Wis.—Details of the “New 
Pied Piper Deal” were recently released 
by the Marathon Shoe Co., Wausau, 
Wis., and much interest is being dis- 
played by dealers everywhere. 

Probably the most interesting of this 
series of announcements gives the facts 
regarding the new, improved Pied Piper 
Patented Goodyear welt construction. 
It is believed that this is the first time 
anyoné has ever perfected a true 100 
per cent Goodyear welt shoe that does 
not require a channel in the insole. 
This construction makes ridges posi- 
tively impossible and absolutely assures 
a permanently smooth insole. 

The company also announces some in- 
teresting developments in juvenile lasts, 
which, while they incorporate some de- 
cidedly advanced ideas, do not depart 
from sound, established standards. 

Much favorable comment is_ being 
made in regard to the aggressive mer- 
chandising program and the extent of 
selling help this company is offering 
Pied Piper dealers this Fall. Full de- 
tails are available to interested parties 
in an extensively illustrated brochure 
entitled “The New Pied Piper Deal,” 
which is being sent to dealers on re- 


H. Doyle. 


quest. 


>» TRADE DOINGS 4 


Associated Manufacturers Meet 


Boston—More than 200 novelty shoe 
manufacturers were present at a meet- 
ing held in the Statler Hotel July 31 
under the auspices of the Associated 
Shoe Manufacturers, Inc. President 
Louis H. Salvage presided. After a 
résumé of the activities of the last two 
months, presented by Executive Secre- 
tary Ernest A. Burrill and a reading 
of the code presented at Washington 
by the National Boot and Shoe Manu- 
facturers’ Association, a report of the 
recent New York conference was pre- 
sented by R. V. McNamara and H. M. 
Read. It was the sense of the meeting 
that this code should be adopted imme- 
diately. A substantial part of the 
membership announced they had al- 
ready signed the blanket code, in effect 
August 1. 


Repairmen Adopt Code 


BUFFALO, N. Y.—Shoe repairmen will 
receive a minimum wage of $20 a week 
on a 48-hour-week basis under the pro- 
visions of a code adopted by the Na- 
tional Shoe Rebuilders’ Association, it 
was made known by George E. Benson, 
president of the Buffalo group, which 
has adopted a code of ethics for the or- 
ganization. 

House-to-house canvassing for shoe 
repair business is prohibited under the 
eode as an unethical business practice. 
Shops will be open from 7:30 a. m. un- 
til 6:30 p.m., with staggered hours of 
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employment. Shoe repairmen will buy 
their leather findings from wholesalers, 
and protests tanners selling direct to 
repairmen. 

The code also says three grades of 
material shall be stamped one, two and 
three instead of prime, fine and No. 1 
as at present. Samples of soles, heels, 
etc., of each of the three grades are to 
be displayed in each repair shop with 
the price of each attached. The local 
group has a membership of 39 shop 
owners. 


New England Merchants Urged 
to Sign Blanket Code 


Boston — Retail shoe merchants of 
the five New England states are to be 
asked to sign immediately the blanket 
retail code and to abide by its provi- 
sions until the code of the National 
Shoe Retailers’ Association has been 
submitted to and approved by the Na- 
tional Recovery Administration. 

Because there is no New England 
association whose duty it would logi- 
cally be to inaugurate this drive for 
signatures, Earnest A. Burrill, execu- 
tive secretary of the Associated Shoe 
Manufacturers, Inc., has been drafted 
by Hugh Butler, in charge of the 
N.R.A.’s New England office in Boston. 
Associated with Mr. Burrill in this 
work is a committee consisting of J. 
Gordon MeNeil of the Thayer McNeil 
Company; William J. Walsh of Walsh’s 
Arch Preserver Shoe Shop; and Arthur 
Wallace of the Arthur Wallace Stores 


‘—all of Boston; and Benjamin Childs 


of Thomas S. Childs, Inc., Holyoke, 
Mass. 


Menzies Re-enter Shoe Field 


Detroit, MicH.—Return of the name 
Menzies to the shoe field in Detroit is 
signified in the organization of the 
Hiawatha Shoe Company, Inc., with 
offices at 300 West Jefferson Avenue, 
Detroit’s wholesale shoe center. The 
company is carrying, at wholesale, lines 
of women’s shoes exclusively, and is 
selling in the Detroit territory. 


Washington Retailers Sign Code 


WASHINGTON, D. C.—Shoe retailers 
here are cooperating and have adopted 
the President’s blanket recovery code 
and have signed up with the NRA. 
Almost every shoe store has received 
the insignia of the blue eagle and is 
displaying it in its windows. 

The Washington shoe retailers at- 
tended a meeting Aug. 2 held by the 
Merchants and Manufacturers Associa- 
tion at The Evening Star Building. The 
purpose of this meeting was to ac- 
quaint every shoe retailer with the 
National Recovery Law. Edward 
Shaw, secretary of the Washington 
Merchants and Manufacturers Asso- 
ciation, who has spent several days in 
General Johnson’s office, explained the 
provisions of the recovery law and how 
they would affect every shoe retailer. 


shoe men at a meeting in recent years. 
Over one hundred buyers, dealers and 
managers attended. Herbert Rich, 
president of the local shoe retailers as- 
sociation, urged every one present to 
join the trade association. 


Manufacturing Amendments 
Proposed 
[CONTINUED FROM PAGE 34] 


The following firms are supporting 
the foregoing amendments: Boyd 
Wright Shoe Co., Brauer Bros. Shoe Co., 
Brown Shoe Co., Hamilton-Brown Shoe 
Co., Johansen Bros., Johnson, Stephens 
& Shinkle Shoe Co., Kane, Dunham & 
Krauss, Inc., Paramount Shoe Mfg. Co., 
Pedigo Lake Shoe Co., Rice-O’Neill 
Shoe Co., St. Louis Shoe Mfg. Co., 
Samuels Shoe Co., Valley Shoe Co., 
Wolff Tober Shoe Mfg. Co., Carmo Shoe 
Mfg. Co., Tweedie Footwear Corp., 
Belleville Shoe Corp., Ettelbrick Shoe 
Co., Cincinnati Shoe Co., P. Haggerty 
Shoe Co., Big K Shoe Co., Consolidated 
Shoe Corporation, Moran Shoe Co., 
Pontiac Shoe Co., Moulton-Bartley, Inc., 
J. P. Smith Shoe Co., The Weyand 
Shoe Co., Hanover Shoe Co., H. J, Jus- 
tin & Sons, Nocona Boot Co., L. B. 
Marks & Sons, Krippendorf-Dittmann 
Co., E. B. Pieckenbrock & Son, Jarman 
Shoe Co., Acme Shoe Mfg. Co., Hoge- 
Montgomery Co., Kirkendall Boot Co., 
Bona Allen, Inc., J. K. Orr Shoe Co., 
P. Sullivan Shoe Co., Chas. Meis Shoe 
Co., Plaut Butler Shoe Co., Miller 
Shoe Co. 


Shoe Buyers Say “YES” 
When You Ask Them 
to Look at Your Line 


at the 


"Just a Step Away 
From New York's 


Largest Shoe 
Orders 


Conveniently located in 
the heart of the "shoe 
belt" for quick contact 
with all important buyers, 
it saves their time and 


yours. 
2500 ROOMS 
NOW 
ONLY WAND UP 


This was the largest gathering of 


CHIROPODY offers an attractive 
profession to those interested in entering the practice 
of this branch of medical science. 

Illinois College of Chiropody and foot Surge 
in its twenty-first year as a leading educational institu- 
tion in this specialized field. Three year course leading 
to degree of Doctor of Surgical Chiropody. Three 
buildings, wide recognition, scientific equipment, emi- 
nent faculty of chiropodists, physicians, surgeons, 
chemists and orthopedists. Excellent clinical facilities. 
High school education or the State Department of 
Education equivalent required for entrance. For bulle- 


ILLINOIS COLLEGE 


OF CHIROPODY AND FOOT SURGERY 


Students in Famous 
Foot Clinics of 
Chicago. Over 
35,000 foot cases are 
treated annually. 


is now 


tin write the Registrar, Dept. RA-12. 


Iilinois College of Chiropody and Foot Surgery 
327 North Clark Street Chicago, Illinois 


HOTEL NEW YORKER 


34th Street at 8th Avenue, New York Ralph Hitz, Presiden’ 


Hotels Van Cleve, Dayton; Book-Cadillac, Detroit; Ritz-Cariton, Atlantic City 
also under Ralph Hitz Direction 


| 
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WHERE TO BUY 


Children’s Footwear 


MRS. DAY’S IDEAL BABY SHOES 


Flexible Hard Soles. ..2-8 
Send for In-Stock 
alog 


RS. DAY'S IDEAL BABY 
SHOE CO. 
Danvers, Mass. 


WHERE TO BUY 


Men’s and Women’s 
Slippers 


VERHILL, MASS. 

in Steck Men’s Full Leather Lined 
Handturned Slippers 

Priced from $1.35 


WwW. 8. CHASE & SONS, INC., 
HA 


Demand for Finer Footwear 


LYNN, Mass.— August shoemaking 
here is more moderate than that of 
July, for both style and volume of busi- 
ness, the styles being more of the staple 
class than has been seen for several 
years and the inflow of orders being 


subject to current trade conditions, 


there being uncertainties over costs of 
labor and leather and materials as well 
as prices of finished shoes. 

One of the larger and more important 
aspects of the situation is the increas- 
ing demand for the finer types of foot- 
wear, it appearing that there are more 
buyers who are willing to pay higher 
prices for shoes of superior quality. 


-On the other hand, there is a diminish- 


ing production of the low-price lines, 
and some of these have already been 
swept out of the markets by the ad- 
vances in the prices of leather. 


Featuring Suedes 
[CONTINUED FROM PAGE 21] 


Take trimmings. Stitching is again. 


in the picture. Serving, as it does, in 
many cases, to accent the radically new 
oxford lines, it succeeds in looking new 
itself. Novelty fastenings are a favor- 
ite way of giving individuality to the 
suede shoe, as in our first sketch. And 
in a season when the neutrals are so 
important, pipings of kid in shaded 
neutral tones have a special reason for 
being. This was the idea endorsed by 
Schiaparelli (see three and four) when 
she showed shoes from an American 
maker at her August opening. And 
what: Schiaparelli endorses has a way 
of — ane! 


< ON THE SE 


“Judge” Fulghum with 
Brockton Co-Operative 

F. C. Fulghum, for many years iden- 
tified with the L. A. Crossett Co. and 
one of the most popular salesman who 
ever toured the Carolinas, has become 
associated with the Brockton Co-Opera- 


F. C. FULGHUM 


tive Shoe Co., according to a recent an- 
nouncement of President Fred Belyea, 
who is exceedingly happy in gathering 
into his new sales picture one of his 
former salesmen who made such an ex- 
ceptional record. of sales over a period 
of years, when both gentlemen were 
associated with the Crossett company. 

“Judge” Fulghum, the North and 
South Carolina representative of the 
rejuvenated Brockton Co - O tive 
line, has been known by this name to 
his friends on the road for many years. 
This novel title was bestowed on him 
hy one of his leading accounts many 
years ago due to the fact that Fulghum 
is quite an enthusiast on prize hens and 
dogs. He resides at Wilson, N. C., and 
quite effectively demonstrated, on his 
first trip with the new Brockton Co- 
Operative line, that his record for sales. 
will be well up among the leaders in, 
the new Belyea sales force. » 


Straight to Sell ClappShoes 


PoRTLAND, OrE.—J. R. Straight, who 
has been for the past. twenty years 
manager of the Edwin Clapp’ shoe 
stores in Portland, has taken over the 
Clapp business August 1. On that 
date he became associated with the 
Ray Hardebeck shoe store, at: Park and 
Morrison Streets. In this new loca- 
tion he features a full line of the Clapp 
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shoes. 


LLING END > 


News of the Travelers and Sales Activities 


New York Travelers 
Pledge NRA Support 


New YorK—The Boot and Shve 
Travelers’ Association of New York has 
addressed the following to General 
Hugh S. Johnson, head of the NRA, 
Washington, under date of Aug. 3: 

“We are a body of traveling salesmen 
associated with the shoe industry, 
whose members visit every state in the 
Union. 

“Interested at all times in the welfare 
and advancement of our country, we 
hereby offer you our services in any c.- 
pacity, consistent to our craft, that you 
may be interested in accepting. 

“We are fully appreciative in what 
our government is trying to do to con- 
quer unemployment and restore pros- 
perity. Knowing as we do from our 
experience as traveling salesmen the 
frailty of human nature and realizing 
a few will not cooperate with your 
plans, we thought we might be of some 
assistance to try to bring those delin- 
quents that we may come in contact 
with into line, providing that it meets 
with your approval. 

“Should you deem it necessary to 
call on us as a body or individually, we 
again wholeheartedly offer whatever 
services we may be able to render to 
you and our government.” 

The communication is signed by the 
association and by Charles V. Havy- 
ranck, secretary. 


Atlanta’s Visiting Travelers 


ATLANTA, GA.—Among the shoe com- 
pany representatives visiting Atlanta 
recently have been Frank “Silent’’ Sul- 
livan of the E. T. Wright Co., Rock- 
land; Jim Comings of Thompson 
Brothers, Brockton, Mass.; Lew 
Turner, with the E. E. Taylor Co., 
Brockton; John Thresh, with the Selby 
Shoe Co., Portsmouth, Ohio; Tom 
Lyons, with the Connelly. Shoe Co., 
Stillwater, Minn.; “Buck” Harper, with 
the Florsheim Shoe Co., Chicago, IIl.; 


and Percy Gregory of the Walter 


Booth Co., Milwaukee, Wis. 


‘| Reilley Joins John E. Lucey Co. 


MippLesoro, Mass. — Joseph Reilley, 
for many years identified with the firm 
of Leonard and Barrows, and later 
with the Bison Shoe Co. of Buffalo, has 
become identified with the John F. 
Lucey Company of Middleboro. as ger- 
eral superintendent. Mr. Reilley has 
an interesting background in the shor 
field, and has devoted practically a‘! 
his career to the production of men : 
shoes. He should prove a valuab!: 
asset. to the Lucey organization. 
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AND SHOE ER 


Wholesale Shoe Code. 
Approved in Boston 


Boston—At a crowded meeting of 
more than fifty shoe wholesalers, held 
Thursday evening, August 3, in the 
Hotel Essex, it was unanimously de- 
cided to adopt a code covering the 
wholesaling of shoes—which code, how- 
ever, must first be approved nationally. 
The meeting, a regional gathering of 
members of the National Shoe Whole- 
salers’ Association, was presided over 
by Francis B. Masterson, New England 
chairman of the national body. 

Provisions of the redrafted code are 
not to be made public for a few days 
but it is understood that they include, 
in addition to clauses governing mini- 
mum wages and maximum hours, cer- 
tain other rules which will put this 
section of the industry on a sound foun- 
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son has been empowered to appoint a 
permanent committee of seven men to 
urge the adoption of the code as drawn 
—without change. 

Boston shoe wholesalers are proud.of 
the fact that ninety per cent of their 
craft already have signed the Presi- 
dent’s blanket code and are operating 
under that code until their own has 
been adopted and accepted by the Na- 
tional Recovery Administration. 


Code and Convention 
Plans Discussed 


RocHESTER, N. Y.—To discuss the 
coming New York State Convention 
Sept. 11 and 12 at Albany, and also to 
hear explained the code of fair compe- 


49 


expressed pleasure at seeing so many 
shoemen present and particularly 
thanked the ladies who were present 
for their interest. Mr. Pidgeon ex- 
plained in detail the new code and an- 
swered many questions, clearly inter- 
preting the rulings under which shoe 
and other stores will operate. Two of 
the larger chain store managers stated 
that they already had put the code into 


practice at the direction of their fac- 


tories. The outside dealers thought 
their problem would be solved if they 
closed their stores evenings. 

Mr. Pidgeon told: of his experience 
in attending conventions, and insisted 
that the Albany gathering will be of 
such grave importance that every re- 
tailer in the state should attend. 


Craddock-Terry Increase Wages 


LYNCHBURG, VA. — Craddock-Terry 


foal dation, eliminating such practices as | tition which has been subscribed to by 

die special concessions in the form of over- | the N.S.R.A. and other retail associa- | Company has increased the wages of 

h: long datings, secret rebates and immod- | tions, nearly 100 of Rochester’s inde-| all factory employes by 5% as a step 
ys at erate discounts. In other words, un- | pendent retail shoe merchants, depart-| in the company’s direct cooperation 
wine fair competition is to be done away| ment store and men’s clothing store | with President Roosevelt’s endeavors 
“all with by a strict definition of the terms | shoe buyers and chain store managers | to rehabilitate business. 
| su on which ¥. sales are made. attended a special meeting of the Ro- 
se This code, as drawn up at the Au-| chester Retail Shoe Dealers’ Associa- _P; 
z1Dg # gust 3 meeting, will be sent to the exec- | tion at Powers Hotel last Thursday Shaft-Pierce Pledges Support 
your @ utive headquarters of the National Shoe | night. A buffet luncheon was served| FartBauLt, MINN. — Shaft-Pierce 
a Wholesalers’ Association. From that| at the close of the meeting. Another | Shoe Co. has wired President Roose- 
i. office, it is assumed, it will go to other | meeting will be held within a month. velt on behalf of the company and its 
regional meetings in various parts of In the absence of President F. R.| employees to pledge “a unanimous de- 
nee the country. Park, Past President William Pidgeon | sire to give full 100 per cent support 
7" In the meantime Chairman Master- | was made chairman of the meeting. He] to the National Recovery Act.” 
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WILLIAM MADLUNG, Mng. Dir. 


KENT 


day, the month 
service. 


Expert repairs on 


AUTOMATIC 
GARAGE NEw yorRK 


The last word in convenience and safety 
for your car ,.. occupies its own par- 
ticular compartment . . . offers every 
opportunity for storage by the hour, the 


Rates $15.00 monthly and upwards... 


KENT GRAND CENTRAL 


44th St. Near Third Ave. 
Tel. Murray Hill 2-0460 


Your Car Is Never Touched by 
Human Hands 


th or without 


makes of cars: 


Let the RECORDER help you 


locate wanted merchandise. 
Mention grades. Attach to 
your letterhead and mail to 


Inquiry Department 


Boot & Shoe Recorder 
239 West 39th St., New York, N. Y. 
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WHERE TO BUY 
Work Shoes 


WHERE TO BUY 
Pullman Slippers 


“FOOT-GLUV’ 


The popular traveling slipper! 
$1.50 to $3. Immediate 
Delivery 


Write for Samples ! 
SWAN SHOE CO., Inc. 


2201 Alsquith Street 
BALTIMORE, MARYLAND 


WHERE TO BUY 
Shoe Trees 


SIMPLEX SHOE 
TREE COMPANY 


Chain Store Law Upheld 


BIRMINGHAM, ALA. — The Alabama 
chain store law passed by the Alabama 
Legislature during the 1932 session 
was ruled constitutional and valid by 
Judge Walter B. Jones in Circuit Court 
at Montgomery last week. He ruled 
the law was not a violation of the 
United States or the state constitution 
and ordered dissolved an injunction re- 
straining enforcement of the law. 

The law places a tax ranging from 
ten dollars for two to five stores to sev- 
enty-five dollars for each store in ex- 
cess of twenty. 
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OBITUARY 


“Daddy” Earle Dies 


PHILADELPHIA — Arthur Clinton 
Earle, 83, an executive of the firm of 
Laird, Schober & Co., and probably the 
oldest active shoe salesman in the 
United States, died at his home here 
early Saturday morning. He was a 


ARTHUR C. EARLE 


veteran of the shoe business, having 
been with his company for fifty-three 
years. 

He is survived by his wife, Mrs. Ma- 
tilda Etter Earle; a daughter, Mrs. 
George Stewart Kalmey, Jr., and a 
brother, Ralph Earle, of Rockville 
Center, Long Island. 

The funeral was held from the home 
at 2.30 p.m. Monday, with the Rev. 
John K. Shryock, of Grace Protestant 
Episcopal Church officiating. 

Pall bearers were George S. Laird, 
J. Laird Schober, Albert W. Meley, 
Headley White, Edward Healy and 
Albert Stahl. 


Joseph O. SanSouci 


PROVIDENCE, R. I.—Joseph O. San- 
Souci, president of the J. O. SanSouci 
Co., Olneyville Square, died at his home 
here in his seventy-eighth year, follow- 
ing an illness of five days. 

Mr. SanSouci was one of the veteran 
business men of the state, having 
started his contact with the shoe busi- 
ness when at 16 years of age he started 
to work in a boot and shoe retailing es- 
tablishment. He later became a shoe 
salesman in an Olneyville store which 
he later bought out, and with Asa M. 
Peckhma and S. C. Jameson, operated 
as Jameson, SanSouci & Co. 

Mr. SanSouci later bought out his 
two partners, and his younger brother, 
F. S. SanSouci, now general manager 
of the present business, joined him. 

Mr. SanSouci purchased several shoe 
businesses, merging them with the pres- 


ent business which has expanded to be. 
come a department store with a large 
shoe department. At one time he oper. 
ated a shoe store in Hartford, Conn. 

Mr. SanSouci was a charter member 
of the Olneyville Business Men’s Asggo. 
ciation, an association for which he 
worked many years. 


Pioneer Wholesaler Dies 


CLEVELAND, OHIO — George WV, 
Greber, president and founder of the 
George W. Greber Shoe Co. here, died 
at his home in Lakewood, Ohio, on July 
19, after a week’s illness following a 
shock. Mr. Greber, who was active to 
the last, had been connected with the 
wholesale shoe business since 1891, and 
in 1914 he formed the present large 
wholesale house at 110 St. Clair Ave. 
nue, N. W. He was well known to shoe 
men in the east and central west. 

Mr. Greber leaves a mother-in-law, 
with whom he lived, Mrs. Mary Red- 
inger; three brothers, Fred W. of Lake- 
wood, Ohio; Edward F. of St. Louis, 
and William C. of New York. He was 
a member of Al Koran Shrine, the Ro- 
tary Club of Cleveland, Lakewood 
Country Club and the Cleveland Ath- 
letic Club. The funeral was held on 
Friday, July 21. 


>» STORE CHANGES 4 


Monahan Sole Owner 


PROVIDENCE, R. I.—Following the 
death of John J. Jordan, part owner of 
the retail and wholesale shoe business 
operated as Jordan & Monahan, Hugh 
Monahan has purchased the share of 
the business formerly owned by Mr. 
Jordan. The two partners started the 
business about three years ago. 

Mr. Monahan has now incorporated 
the business as the H. T. Monahan 
Shoe Co., Inc., with himself as president 
and general manager. Other incorpo- 
rators are Martha Olmstead and Ber- 
nard B. Abedon. 


Hawkins Opens Own Store 


SEATTLE, WASH. — Having managed 
the Edwin Clapp Store at 519 Olive 
Way, this city, for seven years, Louis 
B. Hawkins opened the new store at 
1324 Fourth Ave., Seattle, recently to 
continue to handle the Clapp lines. Mr. 
Hawkins has been in the shoe business 
here and in the large Eastern centers 
for a period of thirty-nine years. He 
has bought the stock and rights for 
the Clapp line in this territory. Frank 
Rothwell is associated with Mr. Haw- 
kins at the new store. j 


Thompson at Style Clinic 


ATLANTA, GA. — Oscar Thompson, 
manager of Rich’s women’s shoe de- 
partment, and Miss Nell Boland, stylist 
for the department, recently attended 
the Amos Parrish Style Clinic, New 
York City. 


7 


50 
PAC 
SERVICEY: 
i 2 MAIN STRE 
\ 
scent 
| RE 
the 
show 
that 
| of I 
| fast 
TI 
remé 
4 price ber 
a PROTECTEO 
Self Adjusting Shoe Trees. 
remeves. Write fer unique 
N 
| oper 
ar 
SS | Cour 
held 
Sho} 
pres 
char 
T 
exto 
for 
asso 
ard 
play 
telli: 
gani 
| list. 
| A 
| by-l 
| atio: 


AND SHOE RECORDER 


12, 1933 combining THE SHOE RETAILER, August 12, 1933 


d to be. 
a large 
l€ Oper- 
onn. 
nember 
Asso- 
lich he 


LEATHERMAKERS MAKE FINE SHOWING ON DIAMOND 
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The accompanying photograph is the | equally interested in wearing it out. baseball, only to be nosed out in a ninth 
the scene that greeted the eyes of a This year the club decided to play | inning rally by the Duxbury Pros. 
er of RECORDER representative who visited | independent ball, so as to meet the Perhaps the familiarity of these men 
iness the plant of the A. C. Lawrence Leather | strongest semi-pro teams. In spite of | with leather has a lot to do with their 
Tugh Company at Peabody recently. It|this much stronger opposition the | success, for when these husky tanners 
re of shows the team which is representing | Lawrence Club has hung up a fine | cto) up to the plate they know the 
Mr. that company on the baseball diamonds | record, winning twelve out of seventeen | «foo of leather against ash. 
1 the of Massachusetts this season—a very | starts. Among the opposition have 
fast team, from all reports. been Cambridge Red Sox, leaders of t tome 
The success which these players have | the Suburban Twilight League, the 
when had so far this year is all the more | West Medford A. A., the Salem City | "8 ogo pili pred leap pee 
remarkable because there are no “im- | Club, the Marblehead Industrials, the | '"8 
ported” men among them. Every mem- | Newburyport City Club, and the Dan- | Of em. WSs i 
Ber- ber is engaged in producing leather. | versport Club. On the fourth of July | boys are 50 used to tanning hides a 
It would also seem, from the pace at | the team traveled down to the Cape, | day, they just naturally keep tanning 
which they are traveling, that they are | where it put up a fine exhibition of | ’em on the ball field. 
ir Li are especially optimistic over the pros- 
Adopt Standard Repair List Tacoma Store Changes Hands 
live New Brunswick, N. J.—Full co- TAcoMA, WASH.—The Buster Brown | investing in the shoe store in this lum- 
ouis operation with President Roosevelt’s | Shoe Store, 1122 Broadway, this city, | ber center, they were convinced from 
» at National Recovery Act was pledged at | has recently been purchased by Spell- | a survey that Tacoma enjoys one of 
» to a recent meeting of the Middlesex | man Brothers, of Portland, Ore., and | the largest per capita payrolls in the 
Mr. County Shoe Rebuilders Association, | Vancouver, Wash., and possession al- | entire Northwest. 
1ess held at the White Ring Shoe Repair | ready taken. Management of the store 
pers Shop, Church Street. Bruno Faust, | will be under the direction of William | Fogt Comfort Service 
He president of the *association, was in Spellman, who, with members of his ? 
for charge of the meeting. family, has moved to Tacoma to make | SEATTLE, WASH.—More practical help 
ank The prevention of profiteering and | their permanent home there. and comfort to shoe customers will be 
We extortion in connection with charges The Spellmans plan extensive im- rendered at Rhodes Downstairs Store, 
for shoe rebuilding is the aim of the provements to the store, and new lines this city. Coral Stanhope has been ap- 
association, it was announced. A stand- for anil - he pointed as manager of the foot com- 
ard price list was adopted. or eggs Pe ste fort department in this Rhodes Broth- 
Pp Pp added. Exclusive agency has been re- 
Members of the association will dis- | establishment. 
play placards in their store windows, 
rg telling of their connection with the or- ana Buster Brown shee, and 1 teens Theod H. Ol 
de- att Buster Brown Shoe Store” will also eodore fF. sen 
ist be retained, since under that name the South NorwaLK, Conn.—Theodore 
led Attorney Jacob Ratner discussed the | Store has been conducted for the past | 7, Olsen, 88, retired shoe merchant, 
al by-laws and constitution of the associ- | 17 years. died July 28 at his home in East Nor- 
ation. The new owners of the shoe store | walk. 
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THE RECORDER’S 
DISTINCTIVE WINDOW 
DISPLAY CARDS 
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IF the shoes in your windows 
could only say aloud: 


“This is a fine store . . . always courteous service. The cus- 
tomer’s needs receive concentrated attention. The merchant 
selling me is giving you wonderful value for each dollar you 
spend.” 
RECORDER WINDOW DISPLAY CARDS give “silent” shoes 
in the windows a voice on behalf of the merchant. Make your 
merchandise attractive in displey—use Recorder cards for 
color and to talk YOUR store service—and your business will 
improve. 

You can’t contact the window shoppers outside, but you can 
GUIDE their thinking. Appeal to them on a basis of service, 
quality, personal satisfaction. 


Recorder cards are designed and written exclusively for shoe 
merchants. Double the value of your window displays with 
hand-lettered selling messages on colorful, artistic, die-cut 


show cards. 
Samples will be sent on request 


AUGUST 


Design in lavender, Blue, 
yellow and white. Text in 
deep purple. 


Size: 8x14” 
COMPLETE TEXTS 
sent on request 


4 cards—Women’s Shoes 

2 cards—Men’s Shoes 

1 card—Children’s Shoes 

1 card—Hosiery 

6 cards—On Store Service, 
Fitting, Quality, Etc. 

Single Cards: 60¢ each 

Without Text: 35¢ each 


SPECIAL INTRODUC.- 
TORY SERVICE: 3 
cards, 50 blank tickets, 
without holders, @ $1.50. 
On Annual Contract, two 
holders supplied. 


Red Flower “Z”: Yellow Lam- 
on Design Buff. on Bright Yellow. tern on Deep 


“L”; Black and Pale Green “gy 
Ce Design on 
Orange. Yellow. 


Attractive Hand Lettered Price Tickets 
IN ALL DENOMINATIONS AND BLANK. OTHER DESIGNS IN STOCK 


WITHOUT STORE NAME: 6 dozen @ 85¢; 12 dozen @ $1.50 
WITH STORE NAME: 100 tickets @ $2.50; 200 @ $4.25 
“J”—Adjustable Clips for tickets: % gross $2.25 
(tilts at any angle) $4.00 
“K”—Shoe Carton Tickets: 500 @ $1.55; 1000 @ $2.25 
CHECK WITH ORDER, PLEASE, unless C.O.D. preferred 


When writing advertisers please mention Boot and Shoe Recorder 
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ORE 


Annual Display Card Service 
Includes 
EXCLUSIVE FRANCHISE is given with annual card service 
to one merchant in an average size town, suburb or city shop- 
ping center. 


STORE WINDOW BULLETIN, supplies merchandising and 
disp!ay suggestions each month. 


SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may 
exchange any is received for others of the current month, 


whose texts better cover dising program. 


PRICE TICKETS: Blank tickets, matching the current month’s 
cards, supplied free. Neat tickets with prices as wanted, but 
not harmonizing with the show cards, supplied free, if pre- 
ferred to blanks; harmonizing tickets, prices as 

to assure well blended trim, are 25¢ per fifty, additional. 


HOLDERS 


Oval base — bur- 
nished gold— 
three color trim. 


These modernistic 
holders take any 
size card. Th 
harmonize wi 
the finest of win- 
dow display fix- 


tures. 


Merchants Service Dept. 
BOOT AND SHOE RECORDER 


367 W. Adams St., Chicago, Il. 


Seleet the Service You Wish— 
Mail Coupon—See Sales Jump! 
SERVICE NO. 1—$5.00 monthly: 


13 display cards ...6 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 2—$4.00 monthly: 
9 display cards ... 4 holders... 
100 blank harmonizing price tickets 


_ SERVICE NO. 3—$3.00 monthly: 


7 display cards... 2 holders... 
50 blank harmonizing price tickets 


SERVICE NO. 4—$2.25 monthly: 
5 display cards ... 2 holders... 
50 blank harmonizing price tickets 


BOOT AND SHOE RECORDER 
367 W. Adams St., Chicago, III. 
Please enter our order for the Recorder “Selling Mes- 
sage,” beginning with August, for card service 
> for one year, consisting of 
holders (with the first month’s service), 

blank tickets each month—OR—........ 
IMPRINTED tickets at 25¢ per fifty, additional, for 
which we will pay $ per year, payable $ 
per month. For cash in advance, full year’s service, 
5% discount. Checks from foreign subscribers must 
be drawn on United States banks, or include exchange. 
(If for any unforeseen reason we wish to discontinue 
service before expiration of order, we agree to pay 
$1.00 per month additional for each month’s service 
delivered, and agree to return the card holders.) 


We sell MEN’S, WOMEN’S, CHILDREN’S SHOES, and 


WOMEN’S HOSIERY. (Cross out lines not carried.) 
We wish IMPRINTED TICKETS @ 25¢ per fifty: 


When writing advertisers please mention Boot and Shoe Recorder 
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ann WANT 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


SALESMEN WANTED 


MANAGER WANTED 


WANTED TO PURCHASE 


SALESMEN—Side line of Tennis and Rubber 
footwear for the shoe and porting goods stores. 
Straight commission. ~~ Shoe Co., 82 Reade 


Street, New York City, N 


HOE SALESMEN. To handle line of rubber 

footwear featuring new specialties. Excellent 
side line. Good commissions. Line open for 
Nebraska, Kansas, Colorado, Texas, Ohio, Cen- 
tral Illinois. State references, complete infor- 
mation, and present line carried. Address D-438, 
care Boot & =, . 239 West 39th 
Street, New York, 


ALESMAN—Calling on Shoe Maniavfacturers 

and Chain Store Operators to handle bow 
ornaments as a side line on commission basis. 
State territory now covering. Also men for 
Metropolitan Department Stores and Retailers. 
Address D-439, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 


MAN well acquainted among shoe trade to sell 
incandescent lamps. — quality, lower 
cost, satisfaction guarant GENERAL 
LAMP CO., INC., 291 
Hall, Brooklyn, N. Y 


Adams St., Borough 


LINE WANTED 


INES RASAS by shoe salesman with 30 
years experience and references, with big 
following in California, ladies’, retailing $1.95 
$3 5. For the better trade, a line of 
While buyers are in the 
now, act quickly. Sam 
ranklin St., Oakland, Cal. 


rooklyn’s turns. 
mood for fall buyin; 
Jarmulowsky, 1924 


ANTED, line from reputable manufacturers 
in women’ s, misses’ and child’s stitch-downs, 
also men’s, boys’ and youths’ work shoes nailed 
and Goodyear welts, to be sold in volume in 
Mississippi, T and Arh » on strict 
commission basis. 15 yrs. experience with big 
house in St. Louis. Address D-441, care 
Shoe 239 West 39th ‘Street, 
New York, N. Y. 


ALESMAN covering Eastern Pennsylvania 
| ‘ood accounts wants misses’, children’s 
cKay or stitchdown. Address D-442, 
& Shoe Recorder, 239 W. 39th St., 

New York, N. Y. . 


TITCHDOWN factory is looking for a gen- 

eral manager having executive ability, thor- 
oughly in the line, able to check 
credit, with an established following. Excellent 
opportunity for the right man with proper 
references. Address D-440, care Boot & Shoe 
239 West 39th "Street, New vou. 


POSTER @ DEUTSCH 
436 Grand St., New York City 
Phone Dry Dock 4-0352 


— BUY FOR CASH — 


entire ur aurplus stocks of 


SHOES—DEPT. STORES 


Leases assumed Transactions confidential 


POSITION WANTED 


AVING covered the state of Iowa a great 

many years, I have a following among the 
Shoe Retailers. Desire to connect with some 
manufacturer of men’s, women’s, or -hildren’s 
shoes. Can give satisfactory references. F. R. 
gad 2700 Moyer Avenue, Des Moines, 
owa 


HAVE. covered the state of Iowa for one of the 
leading shoe manufacturers. Would like a 
refer- 


general line or a specialty line. 


ences as to ability and en. = A. 
2600 Kingman Boulevard, Des oines, Towa. 


FOR LEASE 


A® opportunity to lease a shoe department of 
unusual possibilities in our new and greatly 
enlarged department store. Adequate window 
and selling space for big volume. Address 
M. C. Ohrbach, c/o Ohrbach’s, Scranton, Penna. 


Announce Convention Banquet 


ALBANY, N. Y.—A convention com- 
mittee meeting, in preparation for the 
annual convention of the New York 
State Shoe Retailers Association, to be 
held in Albany Sept. 11-12, was held 
here July 18. Those present included 
T. A. Cohen, chairman; Mrs. Carroll 
of Cohoes, Jesse Patton and John 
Meara of Schenectady, Howard Cohen, 
Ira Levison, John MacDonald, Andrew 


Buyers of Surplus Stocks 
wat? will buy or of shoes 
QUANTITY NO OBJECT 
KIRSCH - BLACHER CO., Inc. 


590 Broadway New York 
Phone Canal 6-4298 and 4299 


WE BUY 
Entire or Surplus Wholesale Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Etc. 
IRVIN RUBIN 
“The House of Jobs”’ 
89 Reade St. Cor. Church 
New York City 
Phone Barclay 7-7887 


Bell, E. A. Beaumont, Arthur Converse 
and John A..Beaumont of Albany. 

At this meeting it was decided to 
hold the annual convention banquet of 
the New York State Shoe Retailers 
Association at the Hotel Ten Eyck, Al- 
bany, on Sept. 11 at 6.30 p. m. The 
principal speakers are to be James 
Stone of the National Shoe Retailers’ 
Association and Senator Edward Ford 
from the State of Michigan. 

Arthur D. Anderson, editor of Boot 
AND SHOE RECORDER, will »be_toast- 
master. 


The rate for “ 
$1.25. When a 


CLASSIFIED ADVERTISING RATES ___.. 


tion and Lines Wanted” advertisements is 4 cents per word for all undisplayed eg en 
Minimum charge onsen cents. For all other classified advertisements the rate is 7 cents per word. Mini 

box number is desired twelve words sh 
ond of be. . 

The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 


ould be added for 


the address. ar 


um charge 


When writing advertizers please mention Boot and Shoe Recorder 
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ERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 


shoes. 


Should be in every shoe store. Relieves and permanently corrects tight-fitting 
Raises vamp from throat to tip. Lengthens too short shoes. 
best grade of cold rolled steel, nickel plated. For sale by shoe findings jobbers 
and wholesale shoe houses everywhere, or send your order direct to us. 


NU-WAY SHOE STRETCHER CO., 4367 Duncan Ave., St.Louis, Mo. 


Made of 


NU-WAY SHOE STRETCHER—VAMP RAISER—LENGTHENER 


85.00 


COMPLETE 


with 3 sizes 
of lasts 


“BUSINESS OPPORTUNITY 


BUSINESS OPPORTUNITY 


Boston 


services of qualified chiropodists is 


course of instruction. 


clinics. 
The school is coeducational and 
equivalent is required for admission. 


Write for catalogue to 


473 BEACON STREET, 


* MIDDLESEX SCHOOL OF PODIATRY* 
A Department of the Middlesex Medical College 


Podiatry is the only uncrowded profession. 
The Middlesex School of Podiatry offers the standard three years 
Students enjoy the facilities of a fully equipped medical school 


with university and hospital affiliations. 
Practical training is amply provided in large dispensary and hospital 


HIRAM B. DONALDSON, Dean 


MIDDLESEX SCHOOL OF PODIATRY 


Waltham 
The demand for the 


universal. 


a high school education or its 


BOSTON, MASSACHUSETTS 


SHOE and HOSIERY 


departments everywhere are 
building profits and good- 
will with genuine 


WALK-EZE 
Stocking Protectors 
They Sell Wear 
hemselves 


Only WALK-EZE’S 
are made of pat- 
ented Kemi-Suede 


—the non-injurious 


material is 

durable — washable Protec 
and Patent 
w 

CAN. 281021 
Sizes for Women, Stamped on 
Men ard Children every pair. 


—Order from your jobber— 


|. Edwards Increase Wages 


J. Edwards & Co., manufacturers of 
children’s shoes, have announced a gen- 
eral increase averaging 10 per cent in 
wages effective as of August 1. Being 
in complete sympathy with NRA, the 
house is awaiting the speedy adoption 
of the code for its application to their 
business. 


Building Addition 


NorwicH, CoNN.—A. Werman & 
Sons, Inc., shoe manufacturers, has 
started construction of an addition to 
its plant at 18 Thames Street here. The 
addition will be of brick and will cost 
about $16,000. 


MERCHANTS’ NEEDS 


AIR) SHOE CARTON LABEL 
SPECIALISTS | 

PRINTERS, DESIGNERS AND ENGRAVERS 

IL THE AMERICAN PRINTING x’ LABEL CO 


il 


| | 


‘Mute now fot Sampes’ 


314-316 E.12th St, CINCINNATI. OHIO. 


Mattler Heads Civic Activity 


NEw BRUNSWICK, N. J.— Bernard 
Mattler, owner of the White Ring Shoe 
Store on Church Street, was chairman 
of the float division of the New Bruns- 
wick day parade of the merchants of 
this city, Aug. 4. Retail shoe stores 
taking part included A. S. Beck Shoe 
Corp., Miles Shoe Co., Kitty Kelly Shoe 
Store, Thom McAn Shoe Store. 


Discontinues Children’s Shoes 


CANTON, OH10—Horton’s Inc., 225 
Cleveland Avenue Northwest, one of 
the oldest retail shoe stores here, an- 
nounces it will discontinue its childrens 
footwear department, as soon as the 
remaining stock is disposed of. Space 
occupied by juvenile footwear depart- 
ment will be given over to new lines. 


CENTURY OF PROGRESS 


PRICE TICKETS and 


DISPLAY CARDS 


Add dash and color to 
your trims 


No. 1 


Colors: 


Lavender and 
blue on white 
board. 


i545 


Colors: 
Blue bar with 
orange sunburst 


on silver board. 


Any Assortment of Prices 


Desired 
SIZE: 156” x 2%” 
$0.85 


WINDOW DISPLAY CARDS, size 8” 
x 14” available to blend perfectly with 


either ticket. 


Texts of display cards to harmonize 
with ticket #1 include late summer 


and early fall details. 


Display cards for ticket #2 include 
general texts. BLANK CARDS in both 


styles. 


Samples and Details Sent 
on Request 


CHECK WITH ORDER, PLEASE, UNLESS 
C.0.D. SHIPMENT IS PREFERRED 


Merchants’ Service Dept. 
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A BUYING GUIDE TO 
OUR ADVERTIVERY 


ly 


Regal Store to Move 


PROVIDENCE, R. I.—The Regal Shoe 
Store is to move on July 31 to 196 West- 
minster Street where it will have 
approximately twice its present space. 
The new location appears a very good 
one in view of the fact that it lies be- 
tween the two large stores selling men’s 
wear. 

The store will continue to sell men’s 
footwear exclusively, under the man- 
agement of G. W. Kenneally. 


Runcie Goes to Providence 


PROVIDENCE, R. I.—William J. Run- 
cie, formerly manager of the Wor- 
cester, Mass., store of the G. I. Kinney 
Co., Inc., has come to Bailey’s Shoe 
Store, this city, as manager succeeding 
Raymond Gilroy who had been man- 
ager for the past three years. Mr. Gil- 
roy has become associated with the 
selling staff of the Sterling Shoe Store, 
this city. 


Workers on Union Basis 


St. Louis, Mo.—The two Johnson- 
Stephens & Shinkle Shoe Co. plants in 
St. Louis opened on Aug. 7, employing 
union labor and conforming to the NRA 
voluntary agreement provisions. M. O. 
Frost, general superintendent, said that 
wages would be scaled so that workers 
would earn as much in a 40-hour week 
as formerly in a 48-hour week and that 
the scale was virtually the same as in 
1929. The two factories, formerly op- 
erated on an open-shop basis, but the 
new agreement with the Boot and Shoe 
Workers union puts the 1100 workers 
on a union basis. The company factory 
at Vandalia, IIl., will begin to operate 
under the Code on Wednesday, Aug. 9. 


Awarded Window Prize 


LOUISVILLE, Ky.—Byck Brothers & 
Co., shoes, hosiery, ready-to-wear, mil- 
linery, etc., announced July 24 that it 
had been awarded third place in a na- 
tional window display contest con- 
ducted by Artcraft Silk Hosiery Co. 


BOOTS AND SHOES 


Chase, , Sons, 48 
Edwin’ & Sons, Inc., E. Weymouth, 


Craddock Terry Co., Lynchburg, Va., 
Front Cover 


Ebberts, John, Shoe Co., Buffalo, N. Y..... 46 
Elam, F. 8., Shoe Co., Rochester, N. Y.... 35 


Green, Daniel, The, Dolgeville, N. Y., 
aes 2nd Cever 


Hannahson’s, Haverhill, Mass.............- 46 
Marathon Shoe Co., Wausau, Wis.......... 3 
Day’s Ideal Baby Shoe Co., Danvers, 
Nettleton, A. E., Syracuse, N. Y.......... 44 
Old Colony Shoe Co., Brockton, Mass...... 44 
aoe Quality Shoe Co., St. Louis, Mo..... 10 
Richards & Brennan 4 So, Randolph, Mass.. 


44 
Roberts, Johnson & Rand, St. Louis, Mo.. 5 
Robinson-Bynon Shoe Co., Auburn, N. 
Rohn Shoe Mfg. Co., Milwaukee, Wibicescce 33 
ag Shoe Co., Faribault, Minn.... 46 
—, J. P., Shoe Co., Ine., Chicago, -. 46 

hoe Co., Baltimore, Md............. 56 


mt Slipper Corp., Brooklyn, N. Y...... 37 


LEATHER AND OTHER MATERIALS 


Evans, "John R., & Ce., Camden, N. J..... 6-7 
Goodyear Tire & Rubber Co., Akron, Ohio.. 23 
Hamel Leather Co., Haverhill, Mass., 

Cover 


Hubschman, E., & Sons, Inc., Phila., Pa.... 31 


Standard Kid Co., Boston, Mass 
Surpass Leather Co., Phila., RAE 39 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


United Shoe Machinery Corp., Boston, 
Mass. 2-4-' 


SHOE ACCESSORIES 


MISCELLANEOUS 


American Printing and Label Co., Cincin- 


Hotel Governor inten, Clty. . 


Hotel Kenmore, Boston, Mass.............. ‘2 
Hotel New Yorker, New York 47 
Hotel Piccadilly, New York City........... = 


Illinois College of Chiropody, Chicago, Ill.. 


Kent Automatic Garages, ee 


Middlesex School of Podiatry, Boston, Mass. 55 


Poster & Deutsch, New York City......... 54 


National Council of 


Shoe Retailers 
[CONTINUED FROM PAGE 19] 


eration were Beck Hazzard, Inc., An- 
sonia Shoe Co., Brown Boot Shop %o, 
Inc., Dan Cohen Co., Cort Shoes, Inc., 
Feltman & Curme, Edward Friedn an, 
Inc., Gallenkamp Stores Co., [he 
Grossman Shoe Co., Hirsch Shoe °o., 
Hurley Shoe Co., The Krohngold £ hoe 
Co., Miller Jones Company, The N bil 
Shoe Co., The Louis Ostrov Shoe °o., 
Pollack’s, Inc., Sheppard & Myers. D. 
M. Siff Shoe Co., Things’ Shoe Stoves, 
Inc., Tradehome Shoe Stores, Inc, 
Hamilton Men’s Shops, Inc., Edison 
Bros. Stores, Inc., United Shoe St: res 
Co., Inc., Wohl Shoe Company. 

Headquarters of the Council have 
been opened at 1 East 42nd Street, 
New York City. William Girdne: is 
executive secretary. 

A meeting was held on August 10th, 
of the code committee of the National 
Shoe Retailers Association and the code 
committee of the National Council! of 
Shoe Retailers, to come to an agree- 
ment. 


Harmonizing Conflicting Codes 
[CONTINUED FROM PAGE 15] 


report on personnel and wages added, 
but a questionnaire is to be distributed 
on this point and those who have made 
no real contribution to reemployment 
will be deprived of the Blue Eagle. 

Q.—How do the smaller employers 
receive the blank agreement forms? 

A.—If the forms are not received 
through the mail they may be obtained 
at the local post office. 

Q.—Will there be any objection to 
agreements for uniform opening and 
closing hours in stores of any given 
city? 

A.—No, provided the stores do not 
reduce their hours below the 52 speci- 
fied in Paragraph 2 of the agreement. 

Q.—Can an employer force employees 
to take time off during the day to come 
within the hour limit on a seven-day 
schedule. 

A.—Section 8 of the agreement 
pledges employers “not to use any 
subterfuge to frustrate the spirit and 
intent of this agreement.” 

Q.—Is there any limitation on the 
maximum hours of operation of a : tore 
or service? 

A.—No. 
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JUNGLE BROWN 


74 


e New fall woolens are selling, and 
e the colors that are running second only 
to black in volume sales are true browns, 


with no suggestion of red 


JUNGLE BROWN NO. 74 
FALLS PRECISELY INTO 
THE CAST OF THESE 
BROWNS 


e Bright and mixed woolens are selling 


in volume for early business 


JUNGLE BROWN NO. 74 


yers 
* IS AN EXCELLENT 
CHOICE FORTAILORED 


SHOES TO COMPLE- 
MENT THESE 
TUMES 


MCNEELY DIVISION 


ALLIED KID COMPANY 


Huntingdon and Fairhill Sts., Philadelphia, Pa. 
é 


Vol. 103, No. 24. Published ‘every week by the Boot & Shoe Recorder Company, 239 W. 39th St., New York, N. Y. Entered as second class F ae Sept. 10, 1925, 
at the Post Office at New York, N. Y., under the act of March 3, 1879. Subscription price $3.60 per yeat. Printed in U. | 


| @ 
© | 
. 
50, 
Ine, 
nan, 
The 
50., 
hoe 
N bil 
50., 
DD 
Ores, 
Ine., 
son 
Tes 
have 
reet, 
Oth, 
onal | 
code 
! of 
ree 
ded, 
ited 
lade 
rent 
to 
and 
ven 
not 
eci- 
ent. 
ees 
yme 
day 
any 
and 
the 


LEVOR 


NO MATTER 


e how good a product 
e how fine its reputation 


e how acceptable it has been 


IMPROVEMENTS 


| | must be made—to stay in 
the lead. | 


LEVOR HAS MADE 


a tremendously long stride 
ahead in white kid quality 
tannage during the past 


four months. 


TANNERS OVER 57 YEARS 


LE 
« i 
$ 
| 
| 


THE PERFECT WHIT 


“THE new WHITEST WHITES” 


are vastly superior to any 
white kidskin tanned previ- 
ously. Your hands never 
felt white kid so satiny; 
your eyes never saw finished 
shoes of white kid so smooth- 
textured and brilliant in 
permanent whiteness. 


WASHABLE, LONG WEARING 


surface strength enhances 
the value of LEVOR white 
kid. When you buy leather 
or shoes of white, make it 
your business to compare the 
difference made by this 
new, exclusive process of 
LEVOR. 


GLOVERS VIL N 


CES J 
: 
' 
g 
/ 
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DANIEL, GREEN 


A time-honored name in the shoe industry . . . 
founded on a reputation years in the making... 
nurtured by footwear of honest and thorough 
quality . . . an organization to be depended upon 
... and a product fabricated from the finest mate- 
rials, for instance, Colonial Patent as featured in 
the slipper below. 


BOSTON 


= 
NG. 


COLOAIAAL..P ATES T 


COLONIAL TANNING COMPANY 


“ATER BOSTON 
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ACTION! 
FO OT- s¢ PORT 


Action is the byword of today. Here is one time that the shoe dealer really gets 
‘action’. 


As soon as a dealer has sold 50 pairs of Foot-so-Port Shoes to either men or women 
—he has established the basis for a life-long business. 


Satisfied customers are a firm foundation for any business. 
Musebeck Shoe wearers are satisfied and tell their friends about 
the wonderful results they get from the Health Spot. 


This is the Health Spot because foot health 
and general health depend on this part, of 
the shoe. 


When the shoe is not constructed to hold the 
foot up in the normal position—nerves and 
blood vessels become cramped and reflexly 
affect the whole body. 


This is the only point where pressure may be 
applied to straighten up the weak foot with- 
out injury to nerves and tissues. 


This scientific health feature is manufactured 
under Patent No. 1,916,198 and is found 
only in Musebeck Shoes. 


Here is a sample of the reaction we are getting from dealers all over the United 
States. Oné dealer says:— 


“Your shoe is the only shoe, to my knowledge, that is CORRECTIVELY con- 
structed. And you are on the right track. I admire your perseverance in your 
undertaking. STAY WITH IT. You, and every Musebeck dealer will ultimately 
triumph because your product is fundamentally correct.” 


Such enthusiasm must be justified. Write today for catalog and particulars on our 
exclusive agency plan. 


MUSEBECK SHOE COMPANY 


Danville Illinois 
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This modern shoe, distinguished 
for grace and flexibility, is made on 


standard equipment. 


The insole can be 


FULL or SKELETON 


(for added flexibility). 


The outsole may be attached by chain 


stitch, lock stitch, or by cement. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 
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Ais 
Known and 


demanded 


by 
Parents 


and 


Children 


alike 


eatured in 


GoLDSMITH’S 
usters 


are always 
upstairs 


never in the 
basement 


Buster Brown SHOES 


with features 


For Girls 


Also Manufacturers of Brownbilt Tread Straight Shoes 
for men, and Brownbilt Tread Straight Shoes for women 
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CALF 


STATION 


BROADCASTING 


LEONARD SCHADEN .. . your announcer 


When Carl E. Schmidt retired from serving the shoe 
industry, and having been associated with him 
several years, my natural desire was to continue, my 
service to shoe manufacturers with a house. of long 


and reputable standing,. 


Eagle-Ottawa has a splendid background of 68 
years in serving our industry in a large successful 
way. Last year marked the addition of Eagle Calf 
to their line, 


"Eagle Calf" had. of course, had to win its way 
strictly on merit, The best selection of raw ma- 
terial had to be the base to which to apply the 
laboratory's 68 years of tanning experience. The 
result? A very Fne black calf, shape holding, ex- 
tremely mellow to the expert's touch, with a tight 
break, all.indicative of correct quality so essential 
in the manufacture of men's excellent footwear. 


"Eagle Calf" is now going into a number of repre- 
sentative men’s lines of fine footwear. We intend 
that "Eagle Calf" shall be a synonym of fine quality 
when so listed in a manufacturer's shoe description, 
and an assurance to the merchant that shoes he 
sells made of "Eagle Calf" will give the wearer 
utmost wear and comfort service. 


Shoe courtesy Holland Shoe Company, Holland, Mich. "Eagle Calf" comes in smooth, Scotch grain, and a 
Made of black Eagle Calf. : hand boarded "Boulevard" grain . . . men's weights. 


Ask for sample swatches. 


EAGLE-OTTAWA LEATHER CO.--WHITEHALL-MICH. 


Chicago—912-922 W. Washington Blvd. New York—2 Park Avenue 


St. Louis—1602 Locust Street Boston—112 Beach Street 
Philadelphia—325 Arch Street . San Francisco—569 Howard Street 
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